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A Big Happy Family of Successful Agents 























This is one of a series presenting the following Peoria Life features: 


1—Live attractive pelicies te meet every need. 7—A Big Happy Family of Successful Agents. 
2—Life time contracts providing liberal commissions. 8—Total Abstainers insured at reduced rates. 





3—All premetions made frem the ranks. 9—We work for and with our agents. 

4—Peoria Life men are trained for their work. 10—P. D. 0.—“Pelicies Delivered Quickly.” 

S—AIl Death-claims paid in 30 minutes. 11— Satisfied Policyholders make Prosperous Agents. 
6—We insure women en equal terms with men. 12—Peeria Life Investments have reets in the Earth. 


Success Talks No. 7 


Pleasant relations between the agency organiza- 
tion and the Home Office of a life insurance 
company are of first importance in the founda- 
tion of a successful business. 











The Peoria Life looks on its agency force as 
partners in its business. No effort is spared 
to make them successful. Promptness, court- 
esy and service are the watchwords in all 
dealings with our representatives. Frequent 
production contests, and our famous $100,000 
and $200,000 Clubs, holding annual outings at 
various points of interest from coast to coast, 
are great factors in stimulating the activity of 
our men and promoting a feeling of satisfac- 


tion and good will. 


Peoria ‘Life helps its men make good! 
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(By «0: GOOD _ CONTRACTS TO LIVE CLEAN AGENTS 



























One Hundred Million Dollars in the abstract is 
not significant. 


One Hundred Million Dollars representing one 
year’s paid-for in new business by Missouri State 
Life Agents is significant to you as an informed 
Life Insurance man. 


Other Significant Facts 


—A New Accident and Health Department 


—Free Service of Home Office Group Insurance Specialists who 
give you assistance in your ‘territory 


—A Sales Service Department that has one purpose—to in- 
crease your sales 


—Limit extended to $300,000 on one Life 
—Both Non-Participating and Participating Policies 
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—Liberal dividends paid beneficiaries in addition to monthly 
income 


—Insurable Age 10 to 65 


—Provisions for Substandard Business 







—Policies that carry every up-to-date feature 







—Liberal Agency Contracts 
7.24% is the rate of interest earned in 1920 : 


on our mean ledger assets. Funds invested in 
the safest securities—farm mortgages. Values fe 
do not fluctuate—always worth 100 cents h 
on the dollar. 


Our Agents Participate in Our Prosperity th 


MISSOURI STATE LIFE 
INSURANCE COMPANY 


M. E. Singleton, President | Home Office, Saint Louis, Mo. 




















Unless you “‘say something’’ how will we know you are 
interested? Send for New Booklet of Company Facts. 
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REVENUE DEPARTMENT 
CHECKS UP TAX RETURN 


Insists That Life Companies Pay 
on Disability and Double 
Indemnity 


DEMAND ON OREGON LIFE 


Much Interest Taken in the Subject— 
Legal Departments Will 
Now Get Busy 


C. S. Samuel, general manager of the 
Oregon Life, brought a message to the 
American Life Convention meeting at 
Indianapolis last week that was very 
disconcerting. It seems that a revenue 
officer, in checking up the company on 
its tax returns, asked to see a copy of 
the policy contracts issued by the com- 
pany. He called attention to the fact 
that the Oregon Life was including a 
double accident benefit and total and 
permanent disability clause in its life 
policies. He gave it as his opinion that 
this extra insurance was subject to the 
tax of 8 cents per $100, the same as 
the life insurance. He submitted the 
question to headquarters at Washington 
and, according to Mr. Samuel, the de- 
partment upheld his position. A state- 
ment was prepared which Mr. Samuel 
was asked to sign regarding the addi- 
tional benefit granted, but he refus 
to do so until he had consulted author 
ities on the subject. 


Have Not Filed Returns 


It seems to have been a general rule 
that the insurance companies have not 
included the income from the double 
indemnity and total and permament dis- 
ability insurance in their returns. A 
few companies have filed the income 
trom these benefits on an accident and 
health basis which calls for 1 percent 
of the premiums, 

In the internal revenue department 
at Washington now checks up all the 
companies and calls on them for back 
taxes, it will mean thousands of dollars 
that will be extracted from the coffers. 
If the matter comes to a focus, un- 
doubtedly the companies will insist that 
it they are subject to tax on these fea- 
tures, it should be on the accident and 
health basis and not on the 80 cents per 
$1,000 of new insurance, as is the case 
with life insurance. 

For instance, where the total and 
permanent disability clause provided 
that the monthly income will be paid 
so long as the assured lives, in addi- 
tion to the face of his policy, and the 
policy also calls for double indemnity 
benefit, the internal revenue department 
rules that the tax on such a policy, in- 
stead of being 80 cents a thousand, 
would be $3.20 a thousand. The com- 
Panies in general have regarded the in- 
come from total disability and double 
indemnity as general income and have 
been paying taxes on it in that way. 
The matter is regarded as very impor- 
tant, and undoubtedly the legal depart- 
ments will begin delving into the 
subject. 





REMOVE COMMISSIONER 


WILSON OF COLORADO OUSTED 





Governor Acts on Recommendation of 
Civil Service—Echo of Mountain 
States Fight 





DENVER, COLO., Oct. 11.—As an 
aftermath of Commissioner Earl Wil- 
son’s investigation of the affairs of the 
Mountain States Life and his order can- 
celling its license to do business in this 
state, which subsequently was ordered 
restored by the district court, the state 
civil service commission recommended 
to Governor Shoup that he remove Mr. 
Wilson as insurance commissioner. At 
the same time the commission notified 
the governor that it had withdrawn its 
order authorizing the provisional ap- 
pointment of Wilson and would there- 
fore refuse to certify to his salary after 
Oct. 15. The governor accordingly 
notified Mr. Wilson of the termination 
of his office on that date. ; 

The action of the commission will 
make it necessary for the governor, who 
appointed Mr. Wilson to succeed Claude 
W. Fairchild when the latter resigned 
to become president of the Mountain 
States, to select another provisional ap- 
pointee within the next few days. The 
name of C. T. Fertig, a local agent at 
Colorado Springs, is prominently men- 
tioned in that connection. 

Reasons for Removal 


The civil service commission in its 
decision, which was signed by all mem- 
bers of the board, does not specifically 
find him guilty of the charges preferred 
against him, but gives the following 
reasons for his removal: 

“In reviewing the controversy that 
has arisen it would appear that the 
respondent has not only been indiscreet 
and wanting in sound judgment, but has 
acted imprudently and hastily and has 
been badly advised and counselled.” 

Officials of the Mountain States 
brought charges against Wilson before 
the civil service commission following 
the decision of the district court over- 
ruling this order revoking the com- 
pany’s license. They charged that the 
insurance commissioner had _ entered 
into a conspiracy with local insurance 
agencies to put the Mountain States 
out of business. They alleged that Wil- 
son allowed rival companies to pay the 
cost of the litigation, and that he had 
acted unfairly and partially in his treat- 
ment of officers of the Mountain States. 


Statement from Willson 


Mr. Wilson’s attorneys would not in- 
dicate whether they would attack the 
civil service commission’s action in 
court. Asked for a statement of his 
side of the controversy, Mr. Wilson 
authorized the following: 

“Following the charges filed against 
me by officers of the Mountain States 
Life I asked for a public hearing with 
opportunity to confront my accusers 
and to summon witnesses in my behalf 
as well as the opportunity to testify. It 
seems to me that such a request is rea- 
sonable, that it is just, and that there is 
nothing in the letter or spirit of Colo- 
rado’s constitution and statutes author- 
izing the judging of a public official in 
what might be termed ‘star chamber’ 





CONTINENTAL CHANGE 


SYNDICATE GETS CONTROL 





Offices of Kansas City Company May 
Be Moved to St. Louis After 
January Election 





ST. LOUIS, MO., Oct. 12.—The 
Continental Life of Kansas City, with 
assets of about $4,500,000 and $36,000,- 
000 of insurance in force, has been ac- 
quired by a syndicate headed by Wil- 
liam Sacks, a banker; Edmund P, Mel- 
son, former president of the Missouri 
State Life; Charles G. Revelle, former 
supreme court judge, and John W. 
Cooper of Kansas City, former presi- 
dent of the Continental, according to 
announcements made here today. 

The International Life of St. Louis 
last May acquired 23,500 shares of the 
Continental with a view of absorbing 
the Kansas City concern. The price 
paid for the stock was $19.50 a share. 
Jacob L. Babler, vice-president of the 
International Life, said his company 
received $25 a share for its holdings in 
the Continental. 

Mr. Babler believes the new syndicate 
will bring the home office of the Con- 
tinental to St. Louis after Jan. 1 when 
the company holds its annual election 
in Kansas City. 

Benjamin H. Berkshire of Kansas 
City is now president of the company. 
He probably will be succeeded after the 
election by a St. Louisan. Mayor James 
Cowgill, William T. Kemper and Ed- 
ward Harber of Kansas City control 
9,000 shares of the Continental and have 
dominated the election of the director- 
ate of the Kansas City company. The 
new syndicate, it is claimed, will have 
full control after the coming election. 








proceedings and his summary dismissal 
without a personal hearing. 

“This is the first time in eleven years 
of public life that any official act of mine 
has been made the subject of criticism, 
and the injustice, as it seems to me, is 
of less consequence to me personally 
than it is to the public of this state. I 
am charged with acts of injustice to the 
Mountain States company. I maintain 
that I have not had a proper hearing 
of the accusations and would like an 
opportunity to review my official acts 
affecting that company and let the pub- 
lic form an opinion as to whether I have 
been unjust or not.” 


Novel Sioux Falls Contest 


The Sioux Falls, S. D., agency of the 
Equitable of New York made a record 
production of $312,000 in September as 
a result of a unique contest inaugurated 
by General Agent George R. Douthit. 
The agency was organized into a handi- 
cap golf champion contest, the men 
pitted together in foursomes and two- 
somes. The contest was run off in true 
championship style and resulted in this 
remarkable performance, in face of the 
fact that the territory is wholly an agri- 
cultural field. The seven full-time 
agents produced a total of $269,000. This 
novelty in business getting methods has 
put the Sioux Falls agency high in the 
estimation of the Equitable officials. 





UNION CENTRAL LIFE 
ELECTS NEW OFFICERS 


John D. Sage Is Chosen the Presi- 
dent and Manager of 
Insurance 


G. L. WILLIAMS ADVANCED 


Allan Waters Is Made Agency Vice- 
President and Chairman 
of the Board 


CINCINNATI, O., Oc*. 11.—The di- 
rectors of the Union Central Life at a 
special meeting elected new officers 
following the death of the late Jesse 
R, Clark, president. Allan Waters was 
chosen chairman of the board of direc- 














JOHN D. SAGE 
President and Manager of Insurance 


tors and agency vice-president. John 
D. Sage was elected president and man- 
ager of insurance. George L. Williams 
was chosen vice-president and assistant 
manager of insurance. R, Fred Rust 
was elected secretary, Jesse R. Clark, 
Jr., treasurer, Charles Hommeyer su- 
perintendent of agents, Philip Jerome 
Clark assistant superintendent of agents 
and Dr. Charles Maertz second assist- 
ant medical director. Philip Jerome 
Clark was elected a member of the 
board and appointed on the executive 
committee. The officers whose posi- 
tions are unchanged are as follows: 
William Muhlberg, medical director; 


E. E. Hardcastle, actuary; Tucker Car- 
rington, auditor; W. O. Pauli, assistant 
medical director; J. R. L. Carrington, 
assistant actuary; H. C. Cunning, as- 
sistant auditor; Maxwell & Ramsey, 
general counsel. 

The election of Mr. Sage as president 
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meets with approval on all sides. He is 
in the prime of life, 44 years of age, and 
thoroughly versed in all the affairs of 
the company. He is one of the big- 
minded young men of Cincinnati, a 
man of staunch character and rugged 
honesty, progressive in spirit and withal 
duly cautious and conservative, For 
more than a year past the late Presi- 
dent Clark, not in the best of health, 
had transferred much of his work to 
Mr. Sage. He, thérefore, comes to the 
presidency not entirely unacquainted 
with its duties. All who know Jahn 
Sage, both within and without the in- 
surance ranks, esteem him highly. 


Had Distinguished Family 


He takes his name from Dr, John 
Davis, third president of the company, 
who was Mr. Sage’s great uncle. It 
was as a member of Dr Davis’ family 
that Mrs. A. Judson Sage, Mr. Sage’s 
mother grew up, and it was from him 
that the Sage interest in the company 
was inherited. Many of the older in- 
surance men will recall Dr. A. Judson 
Sage, a retired Baptist minister, who 
a, we years — the “Union Cen- 
ral Advocate,” the company’s 1 
Later, when President "Satieos "on: 
sponded to the request of the agents 
that an agents’ bulletin be published, 
John Sage, who had succeeded his 
father as editor of the “Advocate” and 
the company’s other publications, be- 
came its first editor, Mr. Sage rose 
through various positions in the com- 
pany until he became its first vice- 
president. 


New Position Is Created 


A pleasing feature of the election was 
the creation of the office of chairman 
of the board of directors and the selec- 
tion of Allan Waters, the beloved vice- 
president and for many years head of 
the agency department, to the position. 
Mr. Waters is the oldest man on the 
official staff and highly regarded by his 
associates, 

George L. Williams, who was pro- 
moted from secretary to vice-president 
and assistant manager of insurance, has 
followed Mr. Sage through the various 
stages of promotion. He is a young 
man of fine ability and thorough educa- 
tion, a son of Prof. W. G. Williams of 
Ohio Wesleyan University, one of the 
company’s founders and father of Mrs. 
John M. Pattison. 

A new vice-presidency is created by 
the promotion of Louis Breiling from 
the position of treasurer. 

Jesse R. Clark, Jr., succeeds to the 
position of treasurer held by his father, 
President Clark, for so many years. 

The promotion of Charles Hommeyer 
to the position of superintendent of 
agencies, succeeding Mr. Waters, is a 
compliment to one of the strongest and 
ablest agency managers in the country. 
This recognition of Mr. Hommeyer’s 
work will be well received throughout 
the field, where he is deservedly 
popular. 


Sketches of New Officers 


A short sketch of each of the new 
officers follows: 

John Davis Sage was employed as 
clerk, 1899; editor in charge of adver- 
tising literature and the company’s 
papers, the “Union Central Advocate” 
and the “Agency Bulletin,” 1902; assist- 
ant secretary, 1906; secretary, 1907; 
third vice-president, 1912; second vice- 
president, 1913; vice-president, 1916; 
member of board of directors since 
1903: member of executive committee 
since 1907. 

He is 44 years of age, was educated 
in Cincinnati public schools, Woodward 
High School, Franklin Preparatory 
School and Brown University, Provi- 
dence. R. I., from which he received 
the degree of A. B. in: 1899. of which 
institution he is now a member of the 
board of trustees. He is a member of 
the University Club, Business Men’s 
Club. and on the board of directors of 
the Chamber of Commerce. He is also 
treasurer and on the board of directors 
of the Cincinnati Y. M. C. A.; treasurer 
of the Federation of Churches; presi- 
(CONTINUED ON PAGE 13) 





Sidelights on 


the Meeting 


Some Glimpses of Persons and Events that Came to the | 
Surface at Sessions of the American Life Convention 


T the meeting of the American 

Life Convention in Indianapolis 

last week there was a contest 
over the executive committee. The 
holdover members were President H. 
W. Johnson of the Central Life of 
Ottawa, Ill, and George Graham, vice- 
president of the Central States Life of 
St. Louis. The retiting president, C. G. 
Taylor of the Atlantic Life, was elected 
a member of the committee, and so was 
Dr. E. G. Simmons, vice-president of 
the Pan-American Life, who had been 
a member of the committee. The other 
two holdover members were : 
Deitch, vice-president of the Reserve 
Loan Life, and Lee J. Dougherty, vice- 
president and general manager of the 
Guaranty Life of Davenport, Ia. These 
two members were put in nomination 
and so was H. B, Arnold, vice-presi- 
dent and general counsel of the Midland 
Mutual of Columbus, O. The two old 
nembers were re-elected. Therefore, 
there will be no change in the personnel 
of the executive committee this year. 

* * * 


The time and place of next meeting 
were left to the executive committee. 
It is stated that Des Moines would not 
be adverse to entertaining the organiza- 
tion next year and the Wisconsin com- 
panies, it is said, are perfectly willing to 
have it hold the meeting in Milwaukee. 
There is some talk of having the 1923 
meeting in National Park. If this plan 
is carried out the arrangements will be 
made by President H. R. Cunningham 
of the Montana Life. 

* * * 

The specialty reinsurance companies 
and the regular companies having rein- 
surance departments are always regu- 
lar attendants at the meeting. Presi- 
dent A. C. Bigger of the American Life 
Reinsurance of Dallas and Secretary 
Fred C. Strudell were attending the 
meeting. The American Life Reinsur- 
ance is a member of the convention. 

The Reinsurance Life of Des Moines 
was also ably represented at the conven- 
tion by President H. B. Hawley and 
the new secretary, Roy M. Malpas. Mr. 
Malpas was one of the local entertainers 
at Indianapolis, as he has been con- 
nected with F. J. Haight, the actuary of 
that city. He is a widely experienced 
insurance man. Mr. Malpas undoubt- 
edly will more thoroughly popularize 
the Des Moines company. He is well 
liked by company officials. Each lady 





at the convention received a box of 
candy from Mr. Malpas with large 
initial letters “A. L. C.,” being the first 
letters of the American Life Conven- 
tion. However, completing the words 
following these letters, the message 
read, “All Like Candy.” The Re- 
insurance Life is a convention member. 

Vice-President H, R. Wilson of the 
American Central Life, who is in charge 
of its reinsurance department, was one 
of the local entertainers and was very 
busy during the entire convention, The 
Metropolitan Life, International Life, 
Phoenix Mutual Life and Travelers, all 
of which do reinsurance, were repre- 
sented at the convention by those espe- 
cially interested in those departments. 
W. W. Powell, superintendent of the 
health and accident department of the 
Southern Surety, which does a large 
reinsurance business with life com- 
panies, was present. 

* * * 


Charles Jerome Edwards of Brook- 
lyn, N. Y., general agent of the 
Equitable of New York and_ former 
president of the National Association of 
Life Underwriters, encountered a 
veritable hornets’ nest when in his ad- 
dress he advocated an automatic read- 
justment of the premium when a loan is 
taken out. Mr. Edwards declared that 
when a man makes a policy loan his net 
insurance is reduced to that extent and 
yet he is paying the full premium for 
the entire face of the policy. Mr. Ed- 
wards suggested that the premium be 
reduced accordingly. It was a very un- 
popular suggestion to make to an_or- 
ganization of company officials. They 
resented it very emphatically. Some 
officials present did not particularly en- 
joy Mr. Edwards’ reference to the low 
mortality ratios wherein he criticized 
companies for boasting of their low 
mortality, leaving the impression that 
they were not rendering the large hfe 
insurance service that they might. 

The company officials that objected 
to Mr. Edwards’ suggestion as to policy 
loans stated that it was a dangerous 
proposition to make. They argue that 
the life insurance contract is a thing in 
itself. The loan privilege is granted. A 
man can go to his bank, his insurance 
company or his building and loan asso- 
ciation and borrow money. It is ex- 
pected that he pay this back. He has 
reduced his assets by the amount of the 














UNION CENTRAL OFFICIALS ADVANCED 














ALLAN WATERS 


Agency Vice-President and Chairman of 
the 





GEORGE L. WILLIAMS 


Vice-President and Assistant Manager of 
Insurance 





loan. He may prefer to do this by bor- 
rowing from his insurance company. 
The face amount of the insurance con- 
tinues in force. President J. B. Rey- 
noJds of the Kansas City Life in his 
paper on policy loans made the state- 
ment that no man could readjust his 
policy at that time or take out new in- 
surance at the same advantage that he 
did in his original policy. 

* + * 

At the banquet Thursday evening a 
surprise was sprung when President 
Frank P. Manly placed a mammoth 
bouquet on the table in front of Presi- 
dent Charles G. Taylor, who was presid- 
ing, and in a very eloquent and grace- 
ful speech presented the floral piece to 
Mr. Taylor on behalf of the ladies 
present. The bouquet was made up of 
roses and ferns. Mr. Manly, however, 
lifted the cover from the bouquet and 
there emerged a beautiful little girl 
who executed some fancy dancing on 
the table. 

* * * 

There was an interesting aftermath 
to the stunt that some of the local life 
insurance officials pulled off during the 
American Life Convention, following 
the executive session Wednesday eve- 
ning. It will be remembered that the 
guests were taken to Machinists’ hall, 
where a boxing match was pulled off. 
In the midst of the melee the police 
force raided the hall and caused con- 
siderable consternation. It all turned 
out to be a joke that had been prepared 
by the local fraternity. However, there 
were a number of anxious hearts and it 
is stated that a few made their getaway 
down the fire escape. The next morn- 
ing a joke was played upon General 
Counsel F. O’Connor of the Uni- 
versal Life of Dubuque. Some one 
called him up early Friday morning at 
h's room, saying that he was General 
Manager Lee J. Dougherty of the Guar- 
anty Life of Davenport. Mr. O’Connor 
was told that while the people thought 
that the Machinists’ hall proposition 
was a joke it was all a serious matter 
and that he had languished in the city 
bastile all night. He was unable to 
get in touch with anyone and asked Mr. 
O’Connor to come and get him out. 
Mr. O’Connor went to the City Hall, 
visited a couple of police stations and 
then returned to the hotel lobby to find 
Mr. Dougherty smoking a_ cigar 
serenely. There was much laughter at 
the expense of Mr. O’Connor. 

* * * 

A. H. Rodes, president of the Two 
Republics Life of El Paso, Tex., re- 
turned to his old stamping grounds at 
Lexington, Ky., for a few days to 
fraternize with the “home folks.” Mr. 
Rodes went down to Texas from Ken- 
tucky some years ago and located at El 
Paso as manager of the Roulet fire in- 
surance rating bureau, having been 
drawn into that branch through his 
uncle, Sam P. Cochran of the big Texas 
fire insurance firm of Trezevant & 
Cochran. When the El Paso branch 
was placed under a different jurisdic- 
tion some ten years ago, Mr. Rodes took 
a rate book for the local company, the 
Two Republics, though he could have 
had a home office position. In the 
meantime a “scrap” was brewing among 
the stockholders and some officious 


broker telegraphed a list of companies 
that the Two Republics could be 
bought. 


At a meeting at which the future of 
the company was to be decided there 
was one voice raised that seemed to be 
against the prevailing sentiment. It was 
that of the agent who had carried the 
rate book in El Paso and fought the 
battles of the company in the face o! 
poor management and_ dissensions 
among the stockholders. It was a 2006 
strong voice, one that had been trained 
back in Kentucky until its owner had 
become the champion college debater o! 
the state; however, it was a little rusty 
from lack of use, because Mr. Rodes 
learned early in life that a man does 
not “get there” by speech-making but 
by doing, and he had neglected his 
oratorical powers for some years. On 

(CONTINUED ON PAGE 12) 
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Life Companies Acknowledge That 
There Is Danger In 
Large Benefits 


MORAL HAZARD CREATED 


No Plan Has Been Devised to Take 
Care of Practice That Is 
Practical 


That life companies are pondering 
over some plan to protect themselves 
igainst overinsurance or moral hazard 
so far as total and permanent disability 
benefit brought out 
it the meeting of the Life 
Convention in Indianapolis last week, 
iollowing the address of Arthur Hunter, 
chief actuary of the New York Life, 
who had addressed the organization on 
the question of total and permanent dis- 
ability. President Massey Wilson of 
the International Life asked Mr. Hunter 
if there was any plan in vogue whereby 
a company could protect itself against a 
policyholder loading up on total dis- 
ability. Mr. Wilson stated that he 
could readily see how a man could take 
out a considerable line of life insurance 
in various companies and carry the total 
disability clause in all. This would give 
him a large monthly income in case of 
disability. Mr. Wilson said that he had 
a case of this kind before him at present. 


is concerned was 


American 


No Plan to Protect Themselves 


Mr. Hunter acknowledged that at 
present no practical plan had been 
worked out. The cases of apparent 


iraud come before the second premium 
is paid or at least before the third is 
paid. Many life insurance men say 
that the public at large is not con- 
versant as yet with the possibilities 
along this line, but as this form of pro- 
tection becomes more widely known, 
life companies will be confronted with 
the overinsurance proposition just as 
the accident companies are. Un- 
doubtedly some scheme will be worked 
out whereby the total disability income 
provided will not be excessive. 


No Arbitrary Rules 


Mr. Hunter in his talk left the im- 
pression that the New York Life felt 
that it was impossible to fix arbitrary 
ind general rules to apply to total dis- 
ability claims. Each one has to be de- 

led on its merits where there is any 
troversy. He stated that this cover- 
ec is an integral part of personal pro- 
It is a popular form. 
stated that he had inquired from the 
igents of his company as to some of the 
igest selling points and the total 
bility clause was acknowledeed to 
of the salient ones. Mr. Hunter 
said that where there was anv doubt 
the New York Life gave the doubt to 
the claimant. It aims to interpret these 
laims, according to Mr. Hunter, on the 
standpoint of the man in the street and 
Ss not desirous of taking charge of any 
technicality. 

He spoke of a case where a policy- 
iolder’s legs were paralyzed. He said 
it according to the language of the 
if a man’s two lees had to be 
utated in case of accident or disease 
¢ was entitled to the full permanent 
ility, although he micht be able to 
carry on his work just about the same 
«s heiore. Yet where a man has his 
€gs paralyzed, companies in general 
might hold that he is not totally and 
permanently disabled if he can carry 
on his work. Mr. Hunter said that he 
was in worse shane that if he had had 
(CONTINUED ON PAGE 18) 
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And Life Insurance Is Pointed Out 


An Interesting Survey Made by President Philip Burnet of the 
Continental Life of Wilmington, Del. 


Philip Burnet, president of the Con- 
tinental Life of Wilmington, Del., at 
the 1919 annual meeting of the Associa- 
tion of Life Agency Officers presented 
a very comprehensive and thoughtful 
paper in which he discussed the rela- 
tions between commodity prices and life 
insurance. He exhibited a chart show- 
ing that the per capita amount of new 
life insurance issued annually in the 
country rose and fell with the level of 
wholesale commodity prices. 

Mr. Burnet in his address before the 
Life Agency Officers showed that the 
amount of new life insurance issued an- 
nually from 1860 to 1880 paralleled in 
a striking manner the rise and fall of 
wholesale commodity prices during the 
same period and furthermore that prac- 
tically the same movement took place 
from 1913 to 1919 inclusive. 


Sixty Years Experience 


Further investigation of the entire 60 
years from 1860 to 1920 as conducted 
by Mr. Burnet reveals the fact that the 
parallel between new life insurance and 
commodity prices holds good for the en- 
tire period with the exception of the 12 
years from 1881 to 1893, representing 
exactly one-fifth of the whole period 
when the new life insurance increased 
steadily in spite of the gradual fall in 
the price level. For the remaining 48 
years, however, representing four-fifths 
of the entire period, the new insurance 
arose and fell with the rise and fall of 
wholesale commodity prices. Comment- 
ing further on this Mr. Burnet says: 
unable to find a satis- 
of commodity prices for 
exceptional twelve years 
1893; Mitchell's prices are 
available for the twenty years from 
1860 to 1880, and Bradstreet’s Index of 
wholesale prices, which has been pretty 
well tested out, available from 1892 
onward. Because of this gap of eleven 
out of the twelve exceptional years, it 
difficult to make a satisfactory com- 
parison of the phenomena. For this 
reason, consideration has been limited 
chiefly to the twenty years from 1860 to 
1880 and the twenty-eight years from 
1893 to 1920 inclusive, a total of forty- 
eight years, representing four-fifths of 
the entire sixty-year period. 


I have been 
factory index 
eleven of the 
from 1881 to 


is 


is 


Reduced to Per Capita Basix 


The figures showing the annual amount 
of new life insurance have been reduced 
to a per capita basis, so as to give sub- 
Stantial weight to the growth of the 
country Industrial or weekly payment 
insurance, fraternal insurance, and gov- 








exact figures are not available for the 
second, and the third did not become 
operative until 1917 In using Mitchell's 
prices from 1860 to 1880, the arithmetic 
mean has been adopted instead of the 
median which was used in my previous 
paper on this subject; the arithmetic 
mean has now been substituted for the 
sake of greater uniformity because it is 


the arithmetic mean of Bradstreet's 
Monthly Index figure, which is the most 
conveniently available for the period 


from 1893 onward 


Peried Between 1860 and 1880 


remembered that in 1860, 
was not a fully developed 
institution, but was only in its infancy 
The annual new insurance amounted to 
only a little over $1 per capita, rising to 
more than $16 per capita in 1869, but fall- 


It must be 
life insurance 


ing back to less than $4 per capita in 
1880 For this reason, we might be led 
astray if we should use the first year of 


the period as a base from which to start; 
we might better use the last year, which 
would allow twenty full years for the 
development of the business, perhaps 
even the average of the entire period 
On the other hand, it so happens that 
the arithmetic mean of Mitchell's whole- 
sale prices strikes 100 for the year 1879; 
therefore, as a matter of convenience, it 
will simplify things if we treat that year 
as a base both as to prices and as to the 
amount of new insurance per capita, and 


or 


reduce the other years to ratios of the 
1879 figures. This will also have the ad- 
vantage of enabling us the more effec- 


tively to trace the fall in prices and life 
insurance from 1869 onward, which 
should have greater significance than the 
previous rise, because during the rise 
there was the force not alone of rising 
prices, but also of the development and 
expansion of what then was practically 
a new enterprise 


Gees Up and Down With Price Level 


On the whole, then, it has seemed ad- 
visable to regard the figures for 1879 
1.00 and to treat the other years as ratios 
of that base. This procedure, when the 
figures are charted, shows that the an- 
nual new life insurance per capita moved 


as 


up and down with the price level 
throughout substantially the whole pe- 
riod, but with a certain lag when prices 
were changing with great rapidity. 

It also revealed that life insurance 
moved even more violently than prices, 
That is, a 10 per cent change in the price 
level was accompanied by a change of 
more than 10 per cent in the amount of 
new insurance, A further effort was 
made to determine the extent of the fluc- 


tuation The data disclosed no exact 
relation, yet it did disclose an approxi- 
mate one which holds good for substan- 


jtially the entire period and especially for 
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VALUE OF FEDERATION 
IDEA TO THE LIFE MAN 


E. A. Marthens, President of Wis- 
consin Organization, Points 
Out Its Benefits 


NEED FULL COOPERATION 


Says Life Interests Should Take More 
Active Interest in Affairs of 





Community 


MILWAUKEE, WIS., Oct. 11.—That 
the 
as important to the life insurance inter 


Insurance Federation movement is 
other class of insurance 
by E. A. Marthens, 
the Great Northern 
Life of Milwaukee, who is president of 
the Federation of Wisconsin 
and has done noteworthy work in the 
that 


State, 


ests as to any 
taken 


of 


is the view 


vice-president 
Insurance 


body, recently 


In 


organization of 


launched in his some of the 
states, the life insurance men have not 
taken as active a part in the Federation 
movement the fire and casualty 
agents, but in Wisconsin, due largely in 
all probability to the fact that a life 
man has “put over” the proposition in 
this state, they are well in the fore front 

In view of the success which Mr 
Marthens has had in that conneetion, 
his views of the importance of the Fed 
cration movement to life insurance men 
are of especial interest. He says: 

“I have been requested to give the 
life insurance men some reasons why 
the insurance federation movement 
desirable for the life men. In expressing 
my views on this most important ques 
tion to the life insurance men, I wish to 
be understood as looking largely from 
the viewpoint of a Wisconsin life insur 


as 





Ss 


ance man. Perhaps it would be well, 
however, if the life insurance men of 
other states, who have been fortunate 


in avoiding the conditions existing in 
Wisconsin, look closely at the Wiscon 
sin situation, and through doing 
would be able to look into the future, 
perhaps, somewhat in their own state 


so 


Fleed of Insurance Bill« 


“It is only a few years ago that Wis 


consin lost 27 life insurance companies 
at one time. When you consider that 
there were 1,462 insurance bills intro 


duced in 46 state legislative bodies in 

































































ernment insurance on the soldiers and | the latter half of it the session just closed in 1921, out ol 
sailors have been excluded for the sake It was found that, in the main, the | which 211 were life insurance bills, 35 
of uniformity; the first was not in exist- | amount of new insurance per capita not | state insurance bills, with the result that 
ence during the early part of the period, | (CONTINUED ON PAGE 13) three states enacted state insurance 
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Eight Weeks Ago 


The Lincoln National Life 


Insurance Company 
Wanted 100 reputable men 


who are personal producers 








in 


the state of North Carolina 



























Now, The Lincoln National Life Insurance Company 
wants 84 more reputable men who are personal 


producers in 


North Carolina 
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laws, and 32 of these state insurance 
rbills were defeated. 


perience of a great number of insurance 
bills being introduced, some affecting 
life insurance. I do not wish to go int 
details as to the actual work of the 
Wisconsin Insurance Federation, in rei- 
erence to its activities in defeating pro- 
posed life insurance measures at this 
last session. Sufficient to say that 
through the services of the Federation 
the life insurance men of this state wer« 
constantly informed of life insuranc: 
measures proposed; some good and 
some bad. It was possible through th: 
Federation’s service to reach an under- 
standing, to work effectively, to concen 
trate on what should be done—not in a 
life insurance way alone, that is on! 
part of the Federation’s service. 


What State Insurance Means 


“I do not believe anyone will question 
that a state which engages in the writ- 
ing of other lines of insurance will very 
soon find a way to write life insurance 
on its citizens in a sufficient volume to 
reach an average. . 

“You may perhaps agree with me that 
through the Federation—the very fact 
that its legislative committee repre- 
sented all lines of insurance—it was 
possible to take care of over 100 insur- 
ance bills in a very short time. The 
chairman of the Wisconsin Federation's 
legislative committee is president of on 
of our Wisconsin life companies. The 
secretary of the committee is grand 
secretary of a large fraternal organiza 
tion. The other members of this 
important committee represent two 
general insurance agencies, a mutual 
compensation company, and a secretary 
of an accident and health department of 
a life company. All of these men ari 
of large insurance experience with a 
wide knowledge of business affairs 

“On the board of directors of the 
Federation are some of the most suc- 
cessful insurance men in their line 
the state of Wisconsin. Out of 30 board 
members five are life insurance men 
The vice-president of the Federation is 
recognized all over this country as an 
unusually capable, far-sighted general 
agent of one of our largest life com- 
panies. The treasurer of our Federa- 
tion is one of the nationally recognized 
bankers of this country. 


Medium for Constructive Cooperation 





“In speaking of the Federation along 
these lines I wish to say the Federation 
is the medium of companies and agents 
in all lines, for frank and constructive 
cooperation with legislatures and patri- 
otic citizens generally; encouraging 
laws just and beneficial to all concerned, 
and opposing those that are vicious or 
paternalistic, that will react against th 
premium payer and the tax payer. 

“It is the function of the government 
to supervise activities of the citizen. 
but not to compete with the citizen. !t 
is the function of the government t 
maintain efficient governmental bureaus 
essential to the proper supervision 0! 
the activities of the citizen, but an es 
tablishment and maintenance of polit 
ical bureaus in competition with th 
citizen is unnecessary and a menace t 
the best political welfare of a repu)! 


Promotes Better Understanding 
“The purpose of the Federation is 


bring about a better understanding of 
insurance by the general publi t 
support legislation designed to safe- 
guard and promote the interest of the 
public in relation to insurance, and t 
oppose a state or the nation becomins 
an underwriter of insurance hazards ° 
any description, other than in t e of 
war for the protection of soldie! and 
sailors. : 
“No insurance organization, of whi 
I am aware, so completely serves t!e weet 
terests of the public, the companies, 2” 
the agents, as the Federation, It more 
powerful in its influence and operation 
because of the fact that its membersh!l 
is made up of men representing a!! lines 
ef insurance in a united body. The sepa 
rate and distinct forms, such as life, =r 
casualty, bonding, mutual and stock ar 
as in the past, maintaining their '' livid- 
uality in their own organizations anf 
io $0 


am convinced that only as they 
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“In Wisconsin we had the usual ex- 
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ean they function to the best advantage 
in their own cooperation with the larger 
and broader organization—the Federa- 
tion. 








Must Take Position in Community 


“The life insurance man should, when- 
ever possible, support his life associa- 
tion, local and national, and give un- 
stintedly of his service to his own or- 
ganization. In doing so he will learn 
that cooperating with men in every line 
of insurance in a Federation, he will 
have opportunity for still greater un- 


selfish service to the citizens and to his | 


community. 


“As past president of the Milwaukee 
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Association of Life Underwriters for two | 


vears, as chairman of the executive com- 
mittee of the same organization for four 
years, as a member of the National Life 
Underwriters Association's executive 
committee for two years, I have come to 
learn that the average life insurance 
man is far behind in his own organiza- 
tion as to cooperation and public service. 
He needs to come out of the feeling of 
indifference, and take his position in the 
community as other business men. He 
wants to remember he is no longer a 
peddler, a house-to-house canvasser, or 
a fiy-by-night lightning rod artist, He 
must find in his own association that 
outlet for public service which today is 
the keystone of good citizenship, and he 
must understand that through coopera- 
tive effort with other insurance men, 
formed into a large cooperative body of 
men representing indemnity lines, his 
only avenue of an enlightened insurance 
citizenship. 
Views of Life Men 

“In answering the question why a life 
insurance man should belong to the In- 
Federation, I asked some of our 
the Federation movement in 


surance 
leaders in 


this state among the life insurance men 
the same question. I wish to quote at 
random from a few of the replies re- 


ceived. 

“This is from a president of a life in- 
surance company in Wisconsin who 
states: ‘First, a life insurance job is a 
lonely job for the most part. He works 
for himself and is more or less self-con- 
tained, and unless he keeps a close watch 
on his mental development there is a 
tendency to narrow through self-inter- 
est Federation membership would 
broaden his viewpoint and increase his 
strength through his consciousness that 
he is pooling his interests in a larger 
group, 

“‘Second, membership in the Federa- 
tion will bring to the life insurance 
agent’s attention in one way or another 
the problems and perplexities of other 
branches of insurance endeavor and 
create a realization that there is a rather 
close relationship in the primal purpose 
of all insurance effort. 

“*Third, by affiliating with the Insur- 
ance Federation of Wisconsin a life in- 
surance agent is doing something for his 
job I do not believe any man ever 
achieves success in any calling, profes- 
sion, or trade who views his task with 
the clammy eye of what it would bring 
to him—whose effort is based wholly and 
solely on money return, To find joy in 
his work he must be able to do some- 
thing for the job itself.’ 


What Agency Manager Says 


“Here is one from the manager of one 
of the largest companies in the country, 
who says: ‘I think all the life insurance 
men appreciate the necessity and the 
good that can come from a Federation 
of this sort, but like all other individuals, 
we are selfish and see it mostly from our 
own point of view as it individually 
affects us 

“*The life insurance man is jealous of 
the prerogative of the life insurance 
agent, and equally indifferent as to how 
adverse legislation might affect the fire 
insurance business, 

“*The advantage of the Federation, as 
I see it, is to bring all these interests 
to one point of appreciating the fact that 
the Federation is for the good of all in- 
terested, directly or indirectly, in the in- 
surance business in Wisconsin.’ 


From Young General Agent 
following communication was re- 
from a younger, forceful, general 
agent of this city: “The fact of the mat- 
ter is that there are so many excellent 
* ne ns why every life insurance man 
ee belong, and none why he should 
‘ccna membership, that it is ex- 
pe y difficult to comply with your re- 
came without making the reply too vol- 
eae amy There are three big reasons, 
ae e tr, which stand out—which appeal 
me to be extremely convincing: 
ae First, because an agent’s duty to his 
icyholders and company cannot be 


“The 
ceived 





fulfilled unless he takes an active inter- 
est in all movements which have as one 
of their primary functions the promotion 
of the best interests of the life insurance 
business. 

“Second, because membership in the 
Federation offers him an opportunity to 
become better informed on general busi- 
ness, financial and political conditions in 
the great state of Wisconsin. 

“*Third, because his own selfish inter- 
ests are promoted by the favorable con- 
tact which he may establish through the 
Federation with men engaged in other 
lines of insurance.’ 


Means of Insuring Job 


“Here, again, is a reply from a mana- 
ger with a broad experience in other 
parts of the country: “To answer your 
question, as a life insurance man, I am a 
member of the Federation as a means of 
insuring my job. I am against socialism, 


state ownership and the Nonpartisan 
League. If the state of Wisconsin will 
adopt state insurance without the aid 


of the Nonpartisan League, what will it 
do if such an influence gains control? 
“*The work which the Federation is 
doing along the lines of general educa- 
tion insurance-wise, is of itself of un- 





on a common ground, the only medium 
which makes this possible, and the de- 
sirability of such a consolidation of in- 
terests is easily appreciated, viewed 
from the standpoint of self-protection. 

“*The work is going forward and re- 
sults beneficial to each and every line 
of insurance are bound to follow, and 
the man who refuses to do his part, to 
pay his tribute, and share the expense, 
is a piker, who cannot see beyond the 
end of his nose.’ 


Life Salesman’s Comment 


“Here is a comment from a life insur- 
ance salesman: ‘As a life insurance agent 


with over 20 years’ experience, 1 wish 
to express my appreciation of the good 
work the Insurance Federation of Wis- 
consin is doing and attempting. I know 
there was a need for an Insurance Fed- 
eration, embracing all kinds of insur- 


ance, and I think the Federation is doing 


the work.’ 

“Here is a draft from a company offi- 
cial: ‘Why does an individual become 
affiliated with any organization whose 
aims are to better civic and other condi- 
tions? For the good that he as a single 
unit can get from the organization, pass 


it on to others and the good that he can 


dividual puts into it. 





A consideration 
and interchange of the opinions upon 
matters pertaining to the betterment of 
the life insurance business by men who 
are seriously considering that which will 
do the best good and give the best serv- 
ice to the insuring public and to his fel- 
low workers is what is needed. The 
composite opinion of the many brings 
about better results. 

“Life insurance protects dependents, 
created wealth and the creative power 
of the nation. It is the application of 
this principle to our own business 
through organization which spells the 
reason why life insurance agents should 
belong to and take a keen interest in the 
Wisconsin Insurance Federation.’ ” 


Northern Life in California 


The Northern Life of Seattle has been 
admitted to California and D. B. Mor- 
gan is maintaining headquarters in Los 
Angeles while the work of completing 
its executive organization in the state is 
completed. A branch office has been 
located in Angeles, while others in 
other sections are now being arranged 
for. Mr. Morgan is president and or- 
the Northern Life, which 


Los 





estimable value. bring to it, The individual, the organi- | 84mizer ol r } t 
“*Through the medium of the Federa- | zation and the public get out of a con- heretofore has confined its operations 
tion the various insurance interests meet | nection of this kind just what the in- | to the Pacific Northwest 
‘ 
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OHIO, INDIANA and ILLINOIS 


Tennessee, intends to enter these states. 


giving full particulars. 


Liberal financial assistance extended during 
contract years. 


THE VOLUNTEER STATE LIFE INSURANCE COMPANY, of Chattanooga, 


This announcement is not addressed to satisfied representatives 
of other Companies, but to experienced, successful life insurance 
solicitors who wish to obtain General Agency contracts. 


If your character is above reproach, and if you have paid for 
a minimum of $200,000 annually for the last three years, and if 
you are ambitious to own and operate a General Agency,—write us, 


the first two 


Minor Morton, Vice President & Agency Manager 








O. W. JOHNSON, President 


INSURANCE IN FORCE 


Assets ‘ ‘ . ‘ ‘ 
Payments to Policyholders since Organization 





Address S. W. GOSS, Vice-President and Manager of Agenci 


SECURITY LIFE INSURANCE CO. OF AMERICA 


ROOKERY, CHICAGO 


$37,000,000 
4,074,586 
3,453,460 


Openings for General Agents and Managers in Fifteen States 








George Washington Life Insurance Company 





ive Agency openings are now available 
particulars address 





Our 20 Pay Endowments at Ages 60, 65, 70 and 75, and our Monthly 
Income Coupon Bond Policies are growing in popularity. We are 
also writing all standard forms at low premium rates. A few attract- 


in the state of Ohio. For 


ERNEST C. MILAIR, Vice President and Secretary 








Issued by the 


KANSAS CITY, MISSOURI 





aximum) o 


For Loss of Either below the Knee - 





For Loss of Right Arm above Elbow or Loss of Either - above the Knee 


For Loss of Left Arm below Elbow or Loss Entire Sight Either Eye - 
NOTE—Payments made for disability benefits, loss of limbs or surgical affections, do not deduct from the amount payable at death. 
BEN H. BERKSHIRE, President P. R. SCHWEICH, Sec’y and Supt. of Agencies 


A New “Ordinary Life Select” Policy 
CONTINENTAL LIFE INSURANCE COMPANY 


ASSUME YOU CARRY $10,000.00 


The Company Will Pay 
. For Natural Death - - $10,000.00 For Accidental Death ° 
For Total and Permanent Btcahiiy. a monthly income to the Insured of - 








National Produce 
Underwriter W ant Ad S Results 
One Inch, One Column wide one tiine $3.75 
Write, Wire or Phone to 


erwriter, 1362 Ins, Exch. 
nme —_ ™ CHICAGO 








Some executives in need of sal- 
aried employes go on expensive 
prospecting tours; others let an 
ad of this size and appearance 
bring applications to them. One 
inch, one column wide, one time $3.75. 
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BLACKBURN TELLS OF ~ 
WHAT INSURANCE DOES 





Importance as an Institution Out- 
lined Before Indianapolis 
Association 





ACHIEVEMENTS RELATED 





No Other Commercial Interest Can 
Parallel Its Record, Says American 
Life Convention Official 





INDIANAPOLIS, IND., Oct. 11.— 
T. W. Blackburn, secretary of the 
American Life Convention, Stayed over 
at Indianapolis to address the regular 
monthly meeting of the Indianapolis 
Association of Life Underwriters last 
Saturday noon. President Elbert Storer 
of the association presided at the meet- 
ing and Charles F. Coffin, vice-presi- 
dent of the State Life, introduced Mr. 
Blackburn. Mr. Storer, in introducing 
Mr. Coffin, referred to him as the man 
who is doing more for the advancement 
of the city, as president of the Indian- 
apolis Chamber of Commerce, than any 
other citizen. , 


High Tribute to Biackburn 


In his introduction of Mr. Blackburn 
Mr. Coffin commented on the unusual 
opportunity Mr. Blackburn has had, in 
his 15 years as secretary of the Ameri- 
can Life Convention and in his own 
home office experience, for becoming 
the most thoroughly posted man in the 
country in the life insurance business 
in many of its phases. He paid high 
tribute to Mr. Blackburn’s use of this 
opportunity. The American Life Con- 
vention, Mr. Coffin said, is the most 
forceful organization of insurance men 
in the country, directly because its 
membership is so widely distributed and 
is in position to wield a strong influence 
in every community. This influence, he 
said, has been used for constructive 
purposes and has been so recognized 
by legislators in most of the states. 
The organization has done much, he 
said, to bring legislators to the right 
view of life insurance. 


Achievements of Life Insurance 


Mr. Blackburn gave one of the most 
eloquent talks ever presented before 
the organization. The achievements oi 
life insurance during the past three- 
quarters of a century in this country, 
he said, have been such as to entitle it 
to the confidence of the public. No 
other commercial institution can par- 
allel life insurance, he said, in what tt 
has done and in the integrity of its 
relationships to its obligations. It has 
faced every emergency courageously and 
come forth with honor. The only pos- 
sible cause for failure in life insurance, 
he declared, can be in weakness of man 
agement and even in this regard the 
business is very largely safeguarded b) 
supervision. Wherever called upon tor 
service life insurance has ministered to 
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all classes of citizenship without dis- 
count, debate or delay. Life insurance 
is the only institution which is marked 
by recurring successions of financial 
gain for all engaged in it. In other 
lines there are profits and losses for 
those dealing with each other but in 
life insurance there is uniformly gain 
for all, and based on actuarial certain- 
ties. 





Interesting Comparisons Made 


The speaker made an interesting dis- 
tinction between the loss of a human 
life and the loss of material property. 
The loss of the producing power of a 
life by death, he said, is simply the 
fruit of life. Death is inevitable and 
for the man who dies another takes 
his place. But the loss of a building 
or other material property is an actual 
economic loss which is irreplacable. 
Life insurance serves to extend the 
activities of the insured life into the 
future after death, thereby perpetuating 
its value to mankind. 

He referred to the attack upon life in- 
surance which was made in 1905 and 
1906, out of which the institution 
emerged creditably without a contract 
ever being repudiated or scaled on ac- 
count of that effort to discredit it. The 
world war and the influenza epidemic 
were other tests through which the 
business has come creditably. The ex- 
perience of the government, he said, in 
using the life insurance idea in place 
of pension provisions has proven that 
life insurance must be sold by agents. 
Unless it is actualy sold to the holders 
of policies it will not stick. There are 
50,000,000 insurable people in this coun- 
try, he stated, and there is being added 
a vast army of new prospects every 
year. The opportunities are so great 
that the present force of workers is not 
large enough to handle the business. 
Mr. Blackburn’s remarks were enthusi- 
astically received and there were many 
expressions of appreciation of his stay- 
ing over to address the association. 


Must Have Business at Heart 


Frank P. Manly, president of the In- 
dianapolis Life, in commenting on what 
Mr. Blackburn had to say and what he 
has done for life insurance, said that 
it is necessary for a man to have his 
business truly at heart as Mr. Black- 
burn’s record shows has been the case 
with him. Mr. Manly said that the 
various organizations of life insurance 
companies and their representatives 
were never more closely cooperating 
than they are now and he added that 
there never was greater need that they 
should be than now. “Any mutt,” Mr. 
Manly said, with an apology for the 
term, “can take a life insurance contract 
and read it and understand it enough 
to sell it with a measure of success, but 
the real factor in the business is the 
man who has life insurance in _ his 
heart.” 

A number of the Indianapolis general 
agencies were engaged Saturday with 
agency meetings and the attendance at 
the association was necessarily cut 
down. When apology was made for 
this fact to Mr. Blackburn, he laugh- 
ingly passed it off with the comment, 
“IT understand and don’t let that em- 
barrass you. Some of the best speeches 
I have ever made have been to a small 
audience of twelve men—in a jury box.” 

\ resolution was read expressing the 
sorrow of the association in the death 
of F. W. Douglas, for many years a 
local representative of the Connecticut 
Mutual and a faithful member of the 
association. G. A. Sharp, who has re- 
cently come to Indianapolis from St. 
Louis to succeed A. W. Kimball as 
manager of the Phoenix Mutual, was 
elected to membership. 


Hearing on Twisting Charge 

Insurance Superintendent Hyde of Mis- 
souri will give a hearing this week in 
the case of Richard C. Nash, an insur- 
ance agent whose license has been re- 
voked. He was an agent for the Aetna 
Life in St. Louis. About a month ago 
his license was revoked on the charge 
that he was guilty of twisting. 











M. E. O'BRIEN, Pres. 


“THE COMPANY OF SERVICE” 


JAMES D. BATY, Sec. & Treas. 


The Detroit Life Insurance Company 


FOREST AND WOODWARD AVES., DETROIT, MICHIGAN 
PYRAMIDS OF PROGRESS: Insurance in Force 


December 31, 1911 . . - $1,729,970.00 
December 31,1913 . . $4,051,150.00 


December 31, 1915 . . $7,199,500.00 
December 31, 1917 . . $11,750,811.00 


December 30, 1920 . $22,000,000.00 


A fine opportunity for live agents 
to associate with a rapidly pro- 
gressing company. 


Aug. 31, 1921 . $26,200,000.00 








The Close of the Day’s Work 


WHEN you begin to figure up your earn- 
ings and recall the several reasons for 
failures during the past year, you then more 
than any other time keenly realize the im- 
portance of a helpful constructive home 
office service that trains you to overcome 
such failures. 


One of the vital elements which makes your 
day profitable is a harmonious working 
arrangement with home office officials and 
a direct co-operative spirit generously given. 


Inter-Southern Life 
JAMES R. DUFFIN, President 


All this and more we constantly strive to 
give our agents. This coupled with good 
policy contracts and liberal commissions, 1s 
an incentive which should interest any am- 
bitious agent who wishes to make the most 
of his salesmanship efforts. 


We would like to hear from several 
good men for important field positions 
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The Companies That Stay Are the Companies That Pay 


i i iti Reserve Life 
company has proven its staying qualities, as the Western 
ee Cauaeaeer of Seenale, Ind., has, the agent who desires to be a general 


agent can think favorably of that institution. 


tained through a permanent connection. 


Permanent success can only be at- 
The companies that stay are the com- 


panies that pay the representative in the long run. 


WESTERN RESERVE LIFE INSURANCE CO, 


_ J. H. Leffier, Acting President ohn W. Dragoo, Seeretay ANA 
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In Its 77th Year 


The Policy of Protection Plus Pecuniary Far-Sightedness 
Is Pre-eminently STATE MUTUAL. 


Our agency organization places honest service rendered 
the acme of all insurance attainment. 


STATE MUTUAL LIFE ASSURANCE COMPANY 


WORCESTER, MASSACHUSETTS 


B. H. WRIGHT 
President 


STEPHEN IRELAND 
Superintendent of Agencies 
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Secretary 
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How Life Insurance Helps 


FREQUENTLY we have rather graphic 
evidence of how life insurance should be 
used by men in their productive years 
to provide an adequate fund to protect 
their dependents. Cases of men in pub- 
lic life arise showing that they have 
been singularly delinquent in making 
preparation for the period following 
their death. The latest case which 
brings home a very convincing lesson is 
that of Franxitin K. LANgE, who was 
in President Wrtson’s cabinet and re- 
cently died leaving his widow prac- 
tically nothing. His friends have raised 
$100,000 for her benefit. It was neces- 
sary to pass the hat. The Detroit “Free 


Press” in commenting on the situation 
unconsciously preaches a very strong 
life insurance lesson. It says: 


The former secretary of the interior 
died practically penniless. He was taken 
down in his prime after an operation and 
had no opportunity to arrange his af- 
fairs nor any warning of the necessity. 
His life had been given largely to public 
activity and from 1905 until the time of 
his death he had been in the people’s 
service, as member of the Interstate 
Commerce Commission and in President 
Wilson’s cabinet. The years of poorly- 
paid service had scarcely furnished him 
sufficient income to lay aside a compet- 
ence for his dependents after death. Thus 
we find in the needs of Mrs. Lane a strik- 
ing illustration of the consequences that 
keep able, but not affluent men, from 
public office. ’ 


Will Stimulate Production 


Tue entrance of the METROPOLITAN 
Lire into the health and accident field 
will undoubtedly result in its large army 
of solicitors making an active canvass 
for this line of insurance. The country 
as a whole is greatly undersold on 
health and accident. With its vast 
momentum the METROPOLITAN men 


should be able to add greatly to the 
total sum insured. The business as a 
whole will undoubtedly be stimulated 
and helped by the MeTROPOLITAN’s ac- 
tion. It would not be surprising to see 
other large life companies take a simi- 
lar step. It would seem that a great 


field is open in that respect. 


Refitting Policies 


Tue case method of studying life in- 
surance salesmanship, given such im- 
petus by the recent convention of The 
NATIONAL ASSOCIATION oF LirE UNDER- 
WRITERS, is just another, and probably an 
improved, way of considering the sub- 
ject of fitting the policy to the man, 
which has received the attention of this 
organization in previous meetings and 
of insurance schools and insurance pa- 
pers for many years. 

More new ways of handling the same 
subject could be devised to the profit 
of the buyers of life insurance and 
their beneficiaries. And, of course, the 
more serviceable life insurance becomes 
the greater will be the rewards of 
those engaged in it. 

The natural sequence is going to be 
a great deal of future discussion on ways 
of keeping track of policyholders and 
beneficiaries to see that the policies 
continue to fit though the conditions of 
holders and beneficiaries change. 

Wise agents keep track of policyhold- 
ers as long as they prosper and are 


insurable. They know policyholders 
are their best prospects. 

But too often policyholders are for- 
gotten in their old age and settlements 
are made with beneficiaries only with 
an idea of discharging the legal obliga- 
tion of the company to pay a stipulated 
sum of money. 

One company has made some prog- 
ress in the handling of death claims 
under group insurance certificates. Its 
salaried representatives and a repre- 
sentative of the employer go into the 
condition of the beneficiary under a 
group certificate when a notice of death 
is presented. They decide whether the 
entire amount should be paid in a lump 
sum to the family or whether a portion 
of the amount should be paid immedi- 
ately and the remainder in installments. 
No doubt a great deal of the insurance 


money has thus been conserved for the 
purpose intended. 

To some people such practices might 
seem paternalistic. To others they are 
in accord with the idea that we are all 
of us our brothers’ keepers. 


Palling Out the Throttle 


Many life agents who have been con- 
fronted with a decreasing business have 
found that they could overcome the 
loss by increased effort. Agents can 


better systematize their time and use 
stray moments to better advantage, can 
put on more steam and draw on reserve 


strength. The agent who will put in 
more time at actual work and do it 
with greater vigor is sure to meet with 
more success. Pull out the throttle 


a little more and the engine will re- 
spond. A little more pressure is sure to 


get results. 
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H. B. McAfee, manager of the Kansas 
City agency of the Illinois Life, will 
sail from New York Oct. 18 for Beirut, 
Syria, to assist in the administration of 
relief to the 2,000 orphans under the 
care of the Near East Relief. Mr. Mc- 
Afee was recommended by the Kansas 
City office, largely on account of his 
successful work in similar welfare en- 
terprises in the past. Mr. McAfee’s 
father was one of the pioneers of Mis- 
souri, and founded Park College at 
Parkville, and Mr. McAfee has been 
closely identified with educational mat- 
ters all his life. He was “hut” secre- 
tary in France with the Y. M. C. A. 
during the war. More recently he was 
state director of the Interchurch Move- 
The plan now is that 
when he gets settled in his work there 
his wife will follow him to Beirut. 


Agents of the Federal Life of Chicago 
set aside September as Hamilton month 
and made a special drive for new busi- 
ness in honor of President Isaac Miller 
Hamilton. The agency force produced 
practically twice as much business as 
was written in August, and considerably 
more than was secured in September 
of last year. Mr. Hamilton has culti- 
vated a close personal acquaintance with 
all of the men in the field tor the Fed- 
eral Life and their regard for him was 
evidenced by the volume of business 
produced in September. 


Leonard Rosenblatt, son of S. J. 
Rosenblatt, Chicago manager of the 
State Life of Indiana, has entered his 
father’s office and for the time being 
will be in charge of the inside work. He 
is a graduate of the University of IIli- 
nois and during the war was in the 
navy. Another of Mr. Rosenblatt’s 
sons, Bernard, is assistant manager of 
the company at Chicago and has de- 
veloped into a very successful producer. 
So far this year his personal production 
amounts to $400,000. 


A farewell banquet was given at 
Fargo, N. D., to J. F. Hathaway, who 
left last week to take office as manager 
of the Mutual Life of New York at St. 
Louis. Mr. Hathaway has made a com- 
mendable record as manager of the 
Fargo office and the honor shown by 
his associates indicates the attitude of 
his business and personal friends. Dr. 
A. C. Morris, medical referee at Fargo; 
L. A. Lavallee, district manager at 
Grand Forks, and C. C. West, district 
manager of the Fargo district under 
Mr. Hathaway, were the speakers of the 
evening. 

Edward B. Raub, vice-president of 
the Indianapolis Life, has been ap- 
pointed president of the Indianapolis 
city planning commission which has 
some elaborate plans to work out, in- 
cluding a city plaza scheme which will 
involve expenditures estimated at $10,- 
000,000. 


John H. Russell, better known as 
“Jack,” who has just been elected secre- 
tary of the National Life Underwriters 
Association, laid a good foundation for 
his insurance career by taking a four 
years’ course at Stanford University, 
graduating in 1917 with a B. A. degree. 
Volunteering for the required service in 
the navy, he was advanced to the posi- 
tion of first lieutenant. After leaving the 
navy he went into the home office 
agency as secretary, spending half his 
time in the field and half in the office. 
He has paid for a large volume of per- 
sonal business. 

_ In addition to his unusual activities 
in the field he has done an immense 
amount of work in various positions 
connected with the office, serving as 
secretary and president of the Monday 
Morning Club, organizing the agency 
and all the while adding to his informa- 
tion along all phases of life insurance. 
In 1920 he was appointed assistant to 











JOHN H. RUSSELL 


the president of the National Associa- 
tion of Life Underwriters and perfected 
local organizations at various points in 
California, Arizona and Nevada. He 
availed himself of the course in the 
School for Salesmen of the Carnegie 
Institute held at San Francisco during 
the summer and graduated with honors. 
At the Big Tree Club convention of 
the Pacific Mutual Life he was elected 
secretary-treasurer of the Pacific Mu- 
tual Agency Association. 

He attended his second national con- 
vention and at Cleveland was elected 
secretary of the National Association 
of Life Underwriters. 


Perez M. Huff, a general agent of the 
life department of the Travelers at New 
York city, is newly home from an Eu- 
ropean trip. While away he arranged 
for the association with his office of 
Augustus Stone, formerly assistant 
manager of the Sun Life of England, 
and for 16 years prominently and suc- 
cessfully identified with life insurance 
on the other side. 


Minor Morton, vice-president and 
agency manager of the Volunteer State 
Life of Chattanooga, Tenn., was in Chi- 
cago this week. The Volunteer State 
Life expects to open IIlinois in the near 
future. Mr. Morton is now seeking a 
proper connection in Chicago. The 
company is coming north and will enter 
some of the northern states. 


While Vice-President C, I. D. Moore 
of the Pacific Mutual Life was attending 
the American Life Convention meeting 
in Indianapolis last week, Arthur Wells, 
manager of the company in that city, 
called together the agents for luncheon. 
Mr. Moore was the guest of honor and 
gave the address. 


D. J. Duncan of Bowling Green, Ky., 
general agent of the Missouri State Life, 
made the remarkable record of writing 
17 applications last week. Sixteen o! 
these were received in one day. Al- 
though the applications were not large, 
it shows that Mr. Duncan is doing care- 
ful cultivation work. 


H. R. Cunningham of Helena, Mont. 
vice-president and general manager 0! 
the Montana Life, recently told 4 
gathering of his company representa- 
tives in that state that there is a bril- 
liant future ahead for the company, Dut 
that business throughout Montana and 
Wyoming requires cooperation in the 
irrigation project. He strongly advised 
the pushing of all feasible irrigation 
projects and asked the help of all insur- 
ance men. 
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WE HAVE THE BEST SELLING 


WE PAY THE BEST COMMISSIONS 


POLICIES 





We have good territory open for direct home office contracts in 
Pennsylvania, Delaware, Ohio, Indiana, Illinois, Missouri, Kansas, Michigan. 


CORRESPONDENCE INVITED 





Indianapolis, Indiana 








Reserve Loan Life Insurance Company 
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Everything Is Guaranteed 
Nothing Is Estimated 


Agents selling life insurance find it of distinct ad- 
vantage these days to sell policies that carry absolute 
promises backed by the legal guarantee of the cor- 
poration. 


The Indiana National Life 


Insurance Company 
Indianapolis, Ind. 


sells only nonparticipating insurance. It is bed rock life insur- 

ance with no frills or fancy adornments. It is the stuff that 

q peals to the people who want every possible dollar of protection 
they can buy for every dollar deposited as premium. 






















Our 1921 program is a progressive one that contemplates a vigor- 
ous and systematic campaign for business. 


We have the policies and the agency contracts. 
We have the home office equipment and territory. 


We now need the men to carry the Indiana National banner into 
new strongholds backed solidly by the whole organization. 


Last year was a banner year in life insurance. This year will 
be a still better one. 


Address C. D. RENICK, President 


INDIANAPOLIS 


Open Territory for Illinois, Indiana and Michigan, with 
contracts that will interest you. 

































Chicago National Life Insurance Company 


CENTURY BUILDING, STATE AND ADAMS STS. 
JUST LICENSED BY ILLINOIS STATE DEPARTMENT 
First 10,000 shares sold, over $100,000 deposited 
with State 


WANTED: First class a 
be of undoubted exper 


ney man: must 


and ability 
























AMERICAN NATIONAL 
INSURANCE COMPANY 


W. L. MOODY, JR., President OF GALVESTON, TEXAS 


Life Insurance in Force 


Over $145,000,000 


December 31, 1920 


SPLENDID TERRITORY AND ATTRACTIVE 
CONTRACTS. GOOD OPPORTUNITIES IN 


Alabama Kansas New Mexico 
Arkansas Kentucky North 
California Louisiana South Carolina 
Florida Mississippi Oklahoma 
Missouri Tennessee 
Texas and Virginia 
For information regarding them write to 
c. S. HUT yang W. J. SHAW - 
Agency . gr. 
Ordinary Bept. Industrial Dept. 














FIX VALUATION BASIS 


TAKE ACTION ON SECURITIES 








Commissioners to Use Compromise 
Method This Year; Go to Market 
Value in 1922 


NEW YORK, Oct. 12.—Ajiter hear- 
ing from a number of life, fire and cas- 
ualty company executives the committee 
of valuations of the National Conven- 
tion of Insurance Commissioners, of 
which Superintendent Phillips of New 
York is chairman, unanimously adopted 
the subjoined resolution: 

“Resolved, that Marvyn Scudder, of 
the Investors Agency, who is under 
contract with the committee to provide 
the values to be published in the book 
of security valuations to be prepared 
and distributed to the various insurance 
departments, companies and fraternal 
societies early in January, 1922, be in- 
structed to prepare the values by adding 
to the values set forth in the last pub- 
lication of the National Convention of 
Insurance Commissioners the market 
values as of Nov. 1, 1921, and dividing 
the sum so obtained by two, except that 
United States Liberty and Victory loan 
bonds when acquired by subscription 
from the government shall be carried 
at not less than par and those purchased 
otherwise shall be carried at the pur- 
chase price; provided that if any com- 
pany exchanges any of its securities or 
real estate for Liberty or Victory loan 
bonds then the Liberty or Victory loan 
bonds shall be valued according to the 
market quotation of said Liberty or Vic- 
tory loan bonds on the date of said 
transaction, and provided further that in 
no case shall the value of any security 
be fixed at less than the actual market 
quotations on Dec. 31, 1921, and pro- 
vided further that any securities ac- 
quired during the calendar year 1921 
shall not be carried at above tie actual 
market value as of Dec. 31. 

Market Value for Next Year 

“Resolved, that it is the sense of this 
committee that the values for the annual 
statement for the year ending Dec. 31, 
1922, be the actual market quotations 
as of that date, except Liberty and Vic- 
tory loan bonds purchased direct from 
the government shall be carried at par, 
and that the companies and societies 
be so notified.” 

President W. B. Joyce of the National 
Surety, President Franklin Fort of the 
New Jersey Fire, Hartwell Cabell, a 
prominent insurance attorney; S. H. 
Wolfe, consulting actuary, and others 
spoke strongly, several favoring the 
adoption of market quotations, while 
others argued that as the commissioners 
had adopted Convention values in the 
past, they should hold to the practice 
for this year at least. A diagram pre- 
pared by one of the commissioners in- 
dicated that the market value of securi- 
ties in the past two years had not varied 
greatly from those fixed upon by the 
Convention. A strong sentiment devel- 
oped among the commissioners in favor 
of going to market values this year, but 
the final opinion was to postpone such 
action for another twelve months. 


Will Pay the Tax 

The Illinois Life announces that on 
and after Oct. 1 no war tax on policies 
will be charged. Prior to that date the 
agents have collected from the insured 
or paid personally a war tax of 80 cents 
per $1,000 on term and _ so-called 
“Double XX” insurance. The company 
has taken care of this tax on all other 
forms. The company states that owing 
to the present demand for this “Double 
XX” insurance and the increasing com- 
petition it is getting from other com- 
panies for low-priced policies, such as 
term, it feels that in justice to its 
agents no greater handicap should be 
placed upon them in the writing of low- 
priced insurance than prevails with 
other companies. 








FIGHTING THE TWISTER 





BIG BUSINESS INTERESTS ACT 





Chicago Association of Commerce Be- 
hind New Move to Protect In- 
surance Investments 





An organized campaign is being mack 
against twisting and twisters in Chi 
cago by the Advertisers & Investors 
Protective Bureau, a branch organiza- 
tion of the Chicago Association oi 
Commerce. The Bureau has begun a 
series of advertisements carrying an ap 
peal to all policyholders. to investigat: 
thoroughly all propositions made to 
them which require a change in thei: 
policies. The advertisements are car- 
ried on the financial pages of the dail) 
papers and in the financial papers, so 
that the investing class will see them 
For the present, the campaign is planne 
for a month and after that time the r 
sults of the work done will determin 
the future plans. 

Would Guard Insurance Investments 

The Bureau realizes that as life insur- 
ance is the greatest investment ope: 
to a man, as they have always cor 
tended to the members of the associ 
ation, it should be as carefully guarded 
as any other form of investment. Thx 
twisting which has recently increased 
in the Chicago district is recognized 
as the most deadly enemy to the sai 
investment of money in life insurance 
and some means must be found to re- 
duce it to a minimum or drive it out 
entirely. It was also realized by the 
Bureau that the life insurance men 
themselves were seriously handicapped 
in the matter of curing this evil and 
that they could not effectively: conduct 
a campaign of such a nature. Thus 
the Bureau undertook to make the at- 
tack upon the twisters and the weight 
of its name behind an anti-twiste 
movement should give it considerahk 
impetus. The life insurance men are 
fortunate in enlisting the aid of this 
organization in its work, and with th: 
proper support the work should soon 
drive out the practitioners of twisting 

Warns Against Twisters 

The advertisement which began the 
campaign read as follows: “Life in- 
surance policyholders, be on _ your 
guard! Make no change in your liit 
insurance policies involving surrender 
for reinsurance or other investments, 
or yield to any easy and quick monc) 
proposition concerning your most ‘m- 
portant investment until you have in- 
vestigated it thoroughly. Advise with 
and send signed or unsigned proposi- 
tions made to you to Advertisers’ and 
Investors’ Protective Bureau,  Inc., 
Chicago Association of Commerce, 1° 
S. La Salle street. No charge ior 
service.” The advertisement is 50 
written and placed that it will attract 
attention immediately upon opening the 
financial page. 

This location is selected as the most 
practicable for the purpose as it reaches 
the large investors, who are the larg 
investors in life insurance also, Theos 
are the prospects selected for work by 
the twisters and if sufficient warning 1s 
given the policy changes should be 
greatly minimized. An appeal from an 
organization connected with the Chi- 
cago Association of Commerce will in- 
fluence many men who otherwise would 
consider it a “whine” on the part of 
insurance solicitors. It will educate 
the investing public as to the true 
conditions in the field. The results 0! 
the first month’s campaign will b« 
watched with interest and it is be- 
lieved that there will be noticeable 
results. 


E. J. Tapping, Jr. of the Milwaukee 
general agency of the Northwestern Mu- 
tual Life, who becomes general agent at 
Springfield, Mass., Nov. has spent ten 
days in the duck ones and fishing 
districts of northern Wisconsin. Mrs. 
Seopieg ont a party of friends accom 
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PRODUCERS ASSEMBLE 
NEW YORK LIFE AGENTS MEET 


Middle Department of $100,000 Club 
Holds Annual Gathering in 
Louisville 


The $100,000 Club of the Great Mid- 
dle Department of the New York Life 
met in Louisville, Thursday, Sept. 29, 
under the leadership of W. O. Bald- 
win, agency director of Detroit. The 
officers of this organization are Job 
Oliver, Louisville, president; D. F. 
Hoyer, Columbus, first vice-president; 
J. Kuchner, Detroit, second  vice- 
president and C. A, Egeler, Detroit, 
secretary. J. J. Lindsay of the home 
office was present. 

Speakers at the morning session in- 
cluded W. O. Baldwin, D. F. Hoyer, 
lob Oliver, M. L. Martin of Detroit, 
S. R. Huff of Louisville and E. J. 
Deibel. About one hundred agents 
were present to hear the discussion. 

Hear Selling Talk 

Superintendent of Agents J. J. Lind- 
say said to the agents that the bankers 
of the country are predicting a period 
of thrift which will in all probability 
extend over a period of at least a 
generation. For this reason, he urged 
the men to present the cause of life 
insurance for thrift purposes as a con- 
vineing selling argument for these 
times. An approach suggestion from 
Mr. Lindsay was that in selling inherit- 
ance tax insurance, the men obtain 
from their local assessor’s office the 
blank form used by the state in work- 
ing out the inheritance tax, hand it 
to the prospect and ask him to read 
it. Another approach was the sugges- 
tion to the prospect that the govern- 
ment had changed his will and that 
in effect he had signed a note to the 
United States government, collectible 
upon his death, a note which, so far 
as its effect was concerned, was in the 
hands of his worst business rival, who 
would show no mercy as to collection 
and upon failure to pay the note 
within a short period would exact a 
penalty. 

Haman Nature Selling 

Flamen Ball of Cleveland spoke to 
the convention in the afternoon. He 
said that there were three fundamental 
human passions, the first a selfish one 
for food and shelter; the second, the 
passion for reproduction, and the 
third, the passion for truth. He urged 
that the agents should study human 
nature thoroughly and then sell through 
the selfishness passion for food and 
shelter to protect those under the hus- 
band’s protection by the use of the 
passion for truth. A practical approach 
in many instances at this time, said 
Mr. Ball, was the suggestion that the 
business man take insurance sufficient 
to cover his “mark offs” because. of 
declining prices. An agent in Cleve- 
land had been particularly successful 
with this approach. Mr. Ball told of 
another agent in Cleveland who had 

success with the old argument 
that hundreds of buildings were in- 
sured against fire and never destroyed 
while a man’s life was sure to be lost 
to the detriment of those dependent 
upon him, In this particular case, the 
prospect would be approached while 
on the street and asked to look up and 
down the street at all the many hun- 
dreds of buildings within sight. The 
argument would then be impressed 
upon him while the agent pointed out 
the buildings, using special personal 
reterences where possible. 

Contest for Production 

After hearing J. J. Parker of Cleve- 
land, who announced that the mem- 
bers of the $200,000 Club of the New 
York Life, each of whom had pledged 
himself to bring at least one additional 
member into the Two Hundred Thou- 
sand Dollar organization this year, 
urged all of the men present at Louis- 


REPORT ON PRUDENTIAL 


—_—_—— 


REFUTES UNTERMEYER CLAIM 


Result of Examination Wholly Com- 
plimentary to Company and Its 
Management 


NEW YORK, Oct. 12.—The report 
of the examination of the Prudential, 
recently concluded by the states of 
New Jersey, New York, Massachusetts, 
Indiana and Missouri, will be made 
public tomorrow. It is understood to 
be a document of seventy-odd pages, 
historically reviewing the great New- 
ark company from 1902 until the pres- 
ent time. The examiners went particu- 
larly into the questions raised by 
Samuel Untermeyer before the Lock- 
wood Committee, and it is said found 
nothing to justify the charges and in- 
sinuations which he made. The retention 
of stock by some of the officials of the 
Prudential was upon advice of counsel. 
As the question whether non-stockhold- 
ers might be elected to office was not 
before the court the presiding judge 
refused to pass upon it. To guard 
against the mutualization plan being 
declared unconstitutional at any time, 
the officers, upon legal advice, held a 
certain amount of stock, but in a signed 
agreement pledged their willingness to 
sell at any time the other stockholders 
would do so. 

Another point brought out is that the 
Prudential, next to the Metropolitan, 
has a larger amount loaned upon New 
York real estate mortgages, according 
to its insurance in force in the state, 
than any other life company. 

An interesting document unearthed 
by the examiners was a copy of the 
brief filed by Samuel Untermeyer as 
counsel for certain stock interests pro- 
testing against the mutualization of the 
company. 

The report is wholly complimentary 
to the Prudential and its management, 
and is a fitting and complete reply to 
the allegations made by the counsel of 


the Lockwood Committee against both. 


soon as possible, the Great Middle 
Department men sent a telegram to 
the Pacific Coast $100,000 Club, in 
session the same day, challenging the 
Pacific Coast men to contest on which 
department would furnish a_ greater 
number of men for the $200,000 Club. 


Phoenix Mutual Class Graduates 
Twelve new agents were graduated 
last week from the sales training school 
at the office of the Phoenix Mutual 
Life. The exercises were opened by D. 
Gordon Hunter, manager of the school. 
Vice-President Russell, who had just 
returned from Lake Placid where he 
attended a meeting of sales executives 
in all lines of business, said this meet- 
ing had reinforced his opinion as to the 
wisdom of training in salesmanship and 
knowledge of what the uninitiated ex- 
pect of the life insurance agent. 
Vice-President Welch emphasized the 
value of reading good books. Diplomas 
were presented by President Holcombe 
to the following: Leon C. Beller, Al- 
bany; Thomas W. Graham, Connec- 
ticut; Frank W. Hall, Jr., Pittsburgh; 
J. Phelps Harding, Albany; John E. 
Haycock, St. Paul; Silas A. Healy, Al- 
bany; S. Leroy Putnam, Pittsburgh; 
Ralph M. Robinson, Cincinnati; Dalton 
V. Sarvey, Olean; Irving Taylor, Bos- 
ton; William W. Warren and Alfred 
H. Witherspoon, Oklahoma City. 
Irving Taylor of Boston, president 
of the class, spoke a few words of 
thanks to the officers who had given 
so liberally of their time and help. 


The Missouri State announces that the 
St. Louis branch broke all records last 
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Founded 1865 


THE PROVIDENT LIFE AND TRUST 
COMPANY OF PHILADELPHIA 


Penna. 


Vice-President Coolidge says, ‘Look well then 
to the hearthstone; therein all hope for America 


The man who is looking well to his hearth- 
stone is very apt to take out an endowment policy. 
It will carry out his purpose for his home if he 
dies, and it will also keep the fire on his hearth 
in his own old age. 


And it is an unselfish policy, for it does not 
shift upon his children the provision for his own 


Fourth and Chestnut Streets 
Philadelphia, Pa. 
























QUALITY INSURANCE—CHARACTER SALESMEN 


Wanted—Specialty Salesmen—Wanted 


Any Sure Enough Salesman, who has the proper Intestinal 
“Four Square” and willing to work; can make not less than $20,000.00 per year helping 
us to continue the breaking of all Life Insurance records. 

Great opportunity for the men who can qualify!! 

From May, 1919 to May, 1920, 
Life Insurance. How? Let us tell you. 
If you can qualify, write or wire. 


THE LIBERTY LIFE INSURANCE COMPANY OF KANSAS 


aman who is 


ve months—one year—we wrote Gen Millions 
We have the plans; we furnish the leads. 


TOPEKA, KANSAS 
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SIDELIGHTS ON AMERICAN 
LIFE CONVENTION MEETING 


(CONTINUED FROM PAGE 2) 


this particular occasion, however, he let 
himself out and told the assembled 
stockholders, would-be purchasers and 
others what he thought about the whole 
situation. In short, he cleaned house for 
the Two Republics right then and there 
and incidentally showed the stockhold- 
ers that their local agent in El Paso 
was the man they were looking for to 
put the Two Republics on its feet. 
When Mr. Rodes went in the new Two 
Republics was born. He invested his 
own money in its stock and is today its 
largest stockholder. The company is 
writing three or four millions a year, 
mostly in Texas and a lot of it right in 
El Paso. Mr. Rodes has brought in 
with him a number of his friends, is 
increasing the capital to $200,000 from 
$125,000, and proposes within a short 
time to enter every state west of the 
Mississippi. He is the kind of man who 
succeeds in what he undertakes and the 
Two Republics will be heard from in 
the western field. 
’ & & 


Another interesting figure at the con- 
vention was O. J. Lacy, agency man- 
ager of the Shenandoah Life of Vir- 
ginia. Many insurance men may even 
not have heard of the Shenandoah Life, 
but here is a company that is running 
over a million a month, notwithstand- 
ing the depressed conditions in the 
south. Mr. Lacy came to Virginia from 
Billings, Mont. He is a “go-getter” 
pure and simple. When he came to 
Virginia from the northwest his talk 
was something like this: “I have come 
down here to the old south from Bill- 
ings, Mont., in the northwest. I under- 
stand that you do things in a different 
way from our way out west, but I be- 
lieve that what you want and need is 
some of our western methods, so I am 
going to ‘work in the same way here 
that we do out in the west. I am going 
right after them and forget your tradi- 
tions and southern ways. I only want 
agents who will get business by going 
aiter it in true western style.” Mr. 
Lacy at once set a Billings, Mont., pace 
in “Ole Virginny” and got away with 
it in great style. His company is be- 
coming talked about probably more 
than any other small company for the 
remarkable record for new business that 
it is hanging up. 

* * * 


A. F. Moore, secretary of the Michi- 
gan Mutual, was in attendance and was 
on the program. Up to the time that 
J. J. Mooney became president of the 
Michigan Mutual the company was sel- 
dom represented at conventions. A 
new spirit is permeating the company 
and it is becoming more aggressive. A 
daily conference of the officials is held at 
11:30 each morning and frequently all 
go out to lunch together, at which one 
topic is discussed: “Michigan Mutual 
welfare.” Mr. Moore is one of the 
capable home office officials of the west 
and presented an able address. Had 
not Mr. Mooney been indulging himself 
in -his one annual relaxation, watching 
the ponies down Kentucky way, he 
would probably also have been in at- 


tendance. 
* * * 


George A. Grimsley, president of the 
Security Life & Trust of Greensboro, 
N. C., a former president of the Ameri- 
can Life Convention, was an interested 
attendant at the sessions. Mr. Grims- 
ley was the organizer of one of the first 
southern companies to be successful, the 
old Security Life & Annuity, which was 
later merged with the Jefferson Stand- 
ard. The old Security was a mutual 
company and built up a fine business. 
Mr. Grimsley’s new company is getting 
under way finely. It is writing from 
$300,000 to $500,000 a month and is 
operating in North Carolina, South 
Carolina and Florida. Last year it 
wrote over three millions of new busi- 
ness in its home county, a remarkable 
record considering the size of Greens- 





















boro. Mr. Grimsley’s agency manager, 





C. C. Taylor, is the same agency man- 
ager whom he had with him in building 
up the business of the old Security and 
later as secretary of the Jefferson 
Standard. 

x * * 

Clarence L. Ayres, president of the 
American Life of Detroit, took a couple 
of days off to run down to Indianapolis, 
play golf and take in the meetings. Mr. 
Ayres has been living the strenuous life 
of late, since consolidating the American 
Life of Des Moines with his old com- 
pany, the Northern of Detroit., The 
two companies had almost an equal 
amount of insurance in force, with the 
business of the old American princi- 
pally west of the Mississippi, while that 
of the Northern was east of the river, 
giving the new company two groups ol 
almost equal strength, who in the future 
will no doubt engage in many a friendly 
tug of war. President Ayres is a real 
leader of men as well as a capable man- 
ager. It is interesting to observe that 
during the first three months of his 
management of the Des Moines com- 
pany it increased its surplus nearly 
$100,000, whereas it formerly was just 
about holding its own. The business 
has now been transferred to the Detroit 
office, although an important office is 
still maintained in Des Moines. Inci- 
dentally, the absorption of an Iowa 
company by a Michigan company but 
offsets the transfer some years ago oi 
a Michigan company to Iowa, the Pre- 
ferred Life of Grand Rapids having 
been absorbed by the Merchants of Des 
Moines, so that honors between the two 
states are now easy. 

* * * 

Speaking of noncancellable disability, 
which is commencing to interest the life 
companies, Miles M. Dawson, the New 
York actuary, who came on to the In- 
dianapolis meeting, can fairly lay claim 
to having drafted the first noncan- 
cellable policy. Some years ago he or- 
ganized a fraternal order on the legal 
reserve plan, the Order of Solidarity, a 
feature of whose protection was a non- 
cancellable disability policy. About a 
half million of the business is still in 
force, having been reinsured in the 
Metropolitan. A feature of this policy 
was that it covered up to age 70. 

2. 2 


Among those from the far west was 
C. S. Samuel, general manager of the 
Oregon Life, the only Oregon company. 
Mr. Samuel assisted his father, L. 
Samuel, who died some six years ago, 
in organizing the.Oregon Life, which 
has been remarkably successful in de- 
veloping its home state, and succeeded 
him as manager. The company is now 
expanding into some nearby states and 
becoming an important factor in the 
Pacific north. 

* * * 

There were two or three companies 
that brought a very strong battery of 
talent, both in quantity and in quality. 
President H. W. Johnson of the Cen- 
tral Life of Ottawa, IIll., had a strong 
body guard in the way of Vice-Presi- 
dent Walter F. Weese, Secretary S. B. 
Bradford, General Counsel W. H. Hine- 
baugh and Medical Director T. W. 
Burroughs. The Lincoln National Life 
was represented by Vice-President and 
Manager of Agencies Walter T. Shep- 
ard, General Counsel Daniel B. Ninde 
Secretary F. F. Mead, Assistant-Secre- 
tary A. J. McAndless, Assistant-Actuary 
S. L. Phelps, Assistant Medical-Direc- 
tor W. E. Thornton and S. R. Savage 
manager of the inspection and claim 
department. 

eo @ * 


The Northwestern National, of Min 
neapolis, was represented at the meet- 
ing by Dr. Henry Wireman Cook, the 
vice-president. Dr. Cook is a very ac- 
tive man, not only in the medical sec- 
tion, but in the American Life Conven- 
tion proper. He is a strong man in his 
company and has a_ comprehensive 
knowledge of life insurance practice. 
There are some medical directors that 
have a very strong voice in the man- 
agement of their companies. Dr. Cook 
has always been regarded as one of 
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the important factors in the manage- 
ment of the Northwestern National, 
* * 

The Tennessee companies are now 
looming up as important factors in the 
convention. The Volunteer State Life 
has always been one of the important 
cogs in the machine. The National 
Life of Nashville and the Provident Life 
& Accident of Chattanooga recently be- 
came members. General Counsel P. M. 
Estes of the Life & Casualty of Nash- 
ville was a visitor at the convention 
and it will undoubtedly make applica- 
tion for membership. This leaves the 
Cotton States Life of Memphis as the 
other company in the state, and it un- 
doubtedly will join in due season. 


UNION CENTRAL LIFE 
ELECTS NEW OFFICERS 


(CONTINUED FROM PAGE 2) 
dent of the Cincinnati Baptist Church 
Union, 

Allan Waters entered the employ of 
the Union Central in August, 1880, as 
district agent at Watseka, Ill. His work 
at Watseka won him promotion to the 
position of assistant superintendent of 
the western department in 1893. He 
soon became superintendent and under 
his leadership the western department 
of the company developed rapidly. In 
1895 he was called to the home office 
to assist President Pattison in agency 
development work. In 1904 he was 
formally elected superintendent of 
agents, and was promoted June 6, 1916, 
to the position of second vice-president, 
retaining his duties as superintendent of 
agents, 

George L. Williams 


George L. Williams is a graduate of 
the Ohio Wesleyan University, situated 
at Delaware, O., where he was born, 
and of the Cincinnati Law School. He 
entered the employ of the company in 
1906 in the legal department and be- 
came successively editor of the com- 
pany’s publications, assistant secretary, 
and, in 1913, secretary. He is a direc- 
tor and a member of the executive com- 
mittee, 

Louis Breiling began his business 
career as office boy with the Union 
Central Life. He was advanced from 
time to time until 1906, when his ability 
won him recognition in promotion to 
the position of assistant treasurer. In 
1907 he became treasurer, as successor 
of the late Jesse R. Clark, who had 
been elected to the presidency, and was 
also elected director and member of 
the executive committee. 

R. Frederick Rust was born in Long 
Island, New York, and is a graduate of 
Ohio Wesleyan University. He entered 
the service of the company in 1895 as 
a clerk in the actuarial department and 
became successively receiving teller, 
paying teller, assistant treasurer and 
in 1913 assistant secretary. He became 
a member of the board of directors in 
1907. 

Jesse R. Clark, Jr., became connected 
with the company in 1906, after grad- 
vating from Yale, and was employed as 
a clerk in the financial department. He 
was elected assistant treasurer in 1913. 
He is a director and member of the 
executive committee. 

Chas. Hommeyer, after several years 
successful experience in commercial 
work, entered the service of the Union 
Central Life in January, 1901, as recetv- 
ing teller. He was appointed private 
secretary to President Clark in 1906, 
and shortly thereafter assigned the 
task of developing the recently created 
agency department. He was elected 
second assistant superintendent of 
agents in 1911, and assistant superin- 
tendent im 1913. 

Jerome Clark, the new assistant su- 
perintendent of agents, is the second 
son of Mr. Clark, a young man of pleas- 
ing personality, with a special aptitude 
tor agency work. He enlisted as a 
private in a Connecticut regiment dur- 
ing his senior year at Yale, went to 
France, and was there promoted to a 


RELATION BETWEEN PRICES 
AND NEW LIFE INSURANCE 
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only rose and fell with the price level, 
but much to the same extent as the 
square of the price level, although as al- 
ready stated, with a certain lag when 
the price change was a violent one. 
- 


Period Between 1893 and 1920 


Using the arithmetic mean of Brad- 
street's Monthly Index of wholesale com- 
modity prices, starting with the prices 
and per capita new insurance of 1893 as 
a base of 1.00, and regarding the other 
years as ratios of that base, it was 
found that the same rule held good for 
the twenty-eight years from 1893 to 1920 
inclusive. New insurance per capita not 
only rose and fell with the price level, 
but much to the same extent as the 
square of the price level. The only sub- 
stantial exception to this rule are the 
years from 1905 to 1908, when, it will be 
recalled, life insurance was greatly de- 
pressed because of the loss of confidence 
resulting from the insurance investiga- 
tion of 1905. 

The years from 1916 to 1920 do not 
approximate the rule as closely as the 
other years, yet even here the rule holds 
when allowance is made for the fact 
that in periods of violent price changes 
there is a lag in the insurance figures. 

The General Rule 

In the main, it can be said with ac- 
curacy, that for four-fifths of the whole 
period, which constitutes practically the 
entire history of life insurance in this 
country, the amount of new insurance 
, per capita has tended to rise and fall 
with the level of wholesale commodity 
prices, and approximately to the same 
extent as the square of the price level, 
but with a lag in the insurance figures 
q when the price change is a violent one. 
This will be apparent from a glance at 
the appended chart. 

Whether this relation will continue to 
hold good for the future, remains to be 
seen. If it does, it will be a relatively sim- 
ple matter to forecast with considerable 
accuracy, the probable trend of future life 
insurance production. It will only be 
necessary to take Bradstreet’s Index of 
wholesale prices, square it, ascertain 
the ratio of that square to the square of 
any previous index number, apply that 
ratio to the per capita amount of new 
insurance previously issued, and the re- 
sult will be the probable per capita pro- 
duction of new insurance for the next 
,ensuing period, subject, however, to an 
allowance for a lag in the life insurance 
figures if prices are changing rapidly and 
violently. 

The calculation may be simplified a 
little, and the same result obtained, if, 
instead of squaring the index numbers, 
we square the ratio between them. 


Illustration Is Used 


To illustrate: The arithmetic mean 
(simple average) of Bradstreet’s Monthly 
Index of wholesale commodity prices for 
1920 was 18.8096. If it should be 9.4048 
for 1921, the 1921 figures would be .50 
of the 1920 figures; and since the square 
of .50 is .25, or 25 per cent, this would 
mean that, barring further price changes, 
the new life insurance per capita would 
be likely to drop to about 25 per cent of 
the 1920 production per capita, but that 
several years would probably elapse be- 
‘fore it reached that point, because a 50 
per cent price drop in a single year is 
a violent drop, and in periods of violent 
price changes the insurance figures lag 
behind the price changes. On the other 
hand, if the price change is small, it is 
likely to be reflected very quickly in the 
life insurance figures. 

Further investigation may disclose 
some approximate mathematical rela- 
tion between the velocity of the price 
movements and those of life insurance; 
that is, approximately how long it takes 
for a given price change to be reflected 
in a corresponding change in the pro- 
duction of new life insurance. I have 
not yet had the opportunity to go into 
that phase of the question except in a 
most superficial way, but a more expert 
mathematician may find it relatively 
simple. I shall welcome any light which 
can be threwn on it. 


Entering the Disability Field 
Among the life companies which are 
entering the health and accident field is 
the Jefferson Standard of Greensboro, 
N. C., which it is understood is putting 
in a regular accident and health depart- 
ment and wil! shortly issue a full line of 








Having recently entered 
Indiana} 


THE FRANKLIN 


Life Insurance Company, 
of Springfield, Illinois, 
has several unusually at- 
tractive openings in that 
state for life men of 
general agency caliber. 


—(}- 
Contract direct with the 
Company. 

—C}- 
Over $125,000,000 of in- 
surance in force. 

-{}- 


The remarkable growth 
and achievements of 
THE FRANKLIN LIFE are due to its traditional 
“Aggressive Conservatism” and the splendid co-opera- 
tion between the Company and the Agency Staff. 














Let us know something about your qualifications and 
your ambitions as an insurance man, and we will give 
you the details of our proposition. 


Write direct to the Home Office, 
Sprin¢field, Ill. 
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policies. 





A Wider Field 


An Increased Opportunity 


Our Agents can sell policies on the annual premium plan, up 
to $3,000, to young men and young women as young as age 
2—protective insurance and Educational and Business Start 
Endowment Insurance. This extension of the age limit for 
Ordinary Insurance down to age 2 helps our Agents consider- 
ably. We issue Participating and Non-Participating Policies. 


As regards adults, we write contracts with Double Indemnit 
provisions covering any kind of fatal accident, or with 
Double Indemnity provisions covering fatal travel accident 
only, as may be desired. 


We issue policies with waiver of Premium and Disability 
Annuity or Installment Payment features. 


We insure males and females at the same rates. 


OLD COLONY LIFE 
INSURANCE COMPANY 
CHICAGO, ILLINOIS 
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Confidence - Ability - Service 


The Splendid Record of the Past Year is a Challenge that will 
| be met by every Fearless Agent who Grasps the Fact that 
INothing can Defeat Diligent and Honest Toil. 


1921 Will Reward Workers, but not Shirkers 








New England Mutual Life Insurance Co. 
87 Milk Street, Boston 






Seventy-seven Years of Faithful Service 


25 tel Ia Satie, 


=~ Chicago’s Finest Hotel 
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Hotel La Salle has won this f& 
title with an experienced and [i 
critical public because of its By 

happy blend of old and 
new ideals. cs 

Hotel La Salle " 
answers every modern demand jf, 
in equipment, cuisine and ser- fa 
vice with nothing lost of old #& 
fashioned hospitality and home- f 












































like comfort. 














The Goods --- Salesmanship 


The Same Salesmanship will sell more if the thing sold is what 
the potential buyers want. 


The Life Insurance company that appreciates present condi- 
tions will make its policies attractive. 


The Farmers National Life Insurance Company has a Com- 
plete line of up-to-date policies that includes policies that can be 
written on any age from one day to sixty years; Policies that con- 
tain the Accidental Death Benefit without exceptions and the 
mg 4 Income Total Disability Benefit; Monthly Income and 
Yearly Income Policies; Policies maturing as endowments at age 
60 and at age 65; Child’s Educational Endowment Policy; and 
“the two greatest ever” — the “Guaranteed Options” Policy and 
the “Complete Protection” Policy. 


I can offer you as good territory as there is in Ohio, Indiana, 
Illinois, Missouri or Iowa. Write me — right now. 


John M. Stahl, President 


FARMERS NATIONAL LIFE 
Farmers Pcl ol Building 


3401 Michigan Ave. CHICAGO, ILL. 



































NEWS OF LIFE POLICIES 


New Policies, Premium Rates, Dividends, Surrender 

Values and all Changes in Policy Literatures, Rate 

Digest." publishedt anmuclly in May at $3.50 ond the 
% in May at $3. 

-**Little Gem,” published annually in May at $2.00 

















NEW ENDOWMENT POLICY OUT 


Connecticut Mutual Announces Provi- 
sions of Special Contract to 
Mature at Age 65 





The Connecticut Mutual is now issu- 
ing its new contract on the special en- 
dowment at 65. This endowment, with 
optional annuity to insured at age 65, 
with annual or limited payment, pro- 
vides $10 per month for ten years for 
each $1,160 of the face amount. The 
policy is issued in multiples of $1,160. 
This principal is paid in case of death 
before age 65 or at maturity or there is 


.an alternative of $120 in a single sum 


and the monthly payment of $10 for life. 
There is also a provision for total and 
permanent disability until age 65 is at- 
tained of $10 per month, which may be 
continued for life after age 65 irrespec- 
tive of whether the insured remains dis- 
abled or not, under the old age protec- 
tion clause. This clause provides for 
the cash payment of the face of the 
policy or $10 per month to the insured 
for month. The guaranteed values for 
$1,000 face amount are the same as 
under the company’s regular contract. 
The dividend on this contract will be 
the same as on the regular endowment 
at 65. <A limit of $250 is made on 
monthly income benefits. The annual 
premiums, including disability benefits, 
for income of $10 a month or $1,160 face 
amount, endowment at 65, are as fol- 
lows: 
Endowment at Age 65 


Annual 10 Pre- 15 Pre- 20 Pre- 
Age Premium mium mium mium 
16 $22.50 $57.52 $41.87 $34.18 
17 23.04 58.43 $2.54 34.73 
18 23.62 59.36 43.22 35.30 
i9 24.22 60.33 43.93 35.89 
20 24.86 61.34 44.66 36.50 
21 25.53 62.38 45.42 37.12 
22 26.25 63.46 46.21 37.78 
23 26.99 64.57 47.03 38.45 
24 27.79 65.72 47.88 39.14 
25 28.63 66.90 48.76 39.88 
26 29.51 68.12 49.65 40.63 
27 30.46 69.38 50.59 41.40 
28 31.45 70.68 51.55 42.21 
29 32.50 72.03 52.55 43.07 
30 33.62 73.42 53.59 43.94 
31 34.81 74.88 54.68 44.85 
32 36.08 76.37 55.80 45.80 
33 37.43 77.93 56.97 46.79 
34 38.90 79.55 58.18 47.82 
35 40.45 81.20 59.44 48.90 
36 42.13 82.93 60.74 50.04 
37 43.92 84.71 62.71 51.21 
38 45.86 86.57 63.52 52.46 
39 47.95 88.50 65.01 53.76 
40 50.21 90.50 66.55 55.12 
41 52.67 92.56 68.16 é cots 
42 55.35 94.70 69.86 
43 58.28 96.95 71.64 
44 61.49 99.28 73.50 
45 65.02 101.72 75.45 
46 68.91 104.27 cenee 
47 73.24 106.93 
48 78.08 109.72 
49 83.51 112.65 
50 89.64 115.70 





American Life of Detroit 

The new rate book of the American 
Life of Detroit, the consolidation of the 
Northern of Detroit and the American 
Life of Des Moines, now in preparation, 
will contain an entirely new feature. It 
will carry rates, etc., on endowments, 
maturing at every age from 26 on. Most 
companies have confined these policies 
to maturing at five year ages, and 
commencing at a much higher age, 
usually 50. a 
Hold Meeting in Chicago 

The managers and assistant managers 
of the life and accident department of 
the Travelers in the Great Lakes dis- 
trict held their annual meeting Tuesday 
of this week in Chicago. The men 
came from Wisconsin, Illinois, Minne- 
sota and Indiana. S. R. McBurney, 
superintendent of agencies, and H. H. 
Armstrong, assistant superintendent of 
agencies, were present from the home 
office. 





WANTED 


A General Agent for 
California 


A life insurance Company 
having over $100,000,000 of in- 
surance in force and over $10,- 
000,000 of assets wants a general 
agent for territory in California, 
The following requirements are 
essential: 


1. He must have had success- 

ful pata in the man- 
t of men. 

2 He must have had life in- 
surance experience. 

3. He must have earned in the 
immediately preceding 
years at least $6,000 a year 
in actual cash income. 

4. He must have a reputation 
for unusual energy and in- 
tegrity. 

5. He must be a personal pro- 
ducer. 


For the man who successfully 
meets all the requirements of 
this position the Company has 
an unusual offer for a contract 
direct with the home office. 


Address “California,” 62-Y, 


care of the Nat’l Underwriter. 

















Insurance Company 
Bismarck, North Dakota 
Insurance in Force, $13,500,000 
H. H. STEELE, F. L. CONKLIN, 

President Secretary 
Cc. L. YOUNG, H. B. BEACH, 
Vice-President Ast. See. and Actuary 
J. L. BELL, W.H, BODENSTAB, 
Treasurer Medical Director 




















WANTED 


to get in touch with Life Insur- 
ance Agents and General Agents 
tor State of Illinois by growing, 
progressive Company. 

Liberal contracts with attractive 
renewals. 

Insurance in force to December 
31, 1919, $6,005,686.00. - 


Providers Life Assurance Co. 


10 South La Salle Street 
CHICAGO, ILL. 
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LIFE AGENCY CHANGES 








An Exclusive Life 


Reinsurance Company 








CREATES GENERAL AGENCIES 


Minnesota Mutual Has Three More 
Supervising Offices in Michigan, 
Giving It Four Altogether 


The Minnesota Mutual has been or- 
ganizing the Michigan field more 
intensively. Benjamin Jacobsen of De- 
troit, who holds the first place in the 
honor role of the agencies, is one of the 
large producers of the company. The 
Detroit district, therefore, is giving a 
good account of itself. Now the Minne- 
sota Mutual is organizing the rest of the 
state. Edward Lichtig takes the north- 
eastern 
quarters at Bay City. 
twelve years in the life insurance field. 

C. H. Glasow has been appointed gen- 
eral agent for western Michigan, with 
headquarters at Grand Rapids. He was 
formerly located at Los Angeles and 
had several years’ successful ex- 
perience as a_ solicitor. 

The northern peninsula is given to 
Ray L. Murphy, who has his offices at 
Sault Ste. Marie. He also has had a 


} 
as 


number of years experience as a field 
worker. 
Bankers Life Changes 
\. M. Shannon, who has been con- 


nected with the William Bacon Agency 
of the Bankers Life of lowa at Dallas, 
Tex., for five years, has been appointed 
regional sales manager for the company 
in district No. 3. He has been in the 
life insurance business during most of 
the time since 1898. He has done very 


valuable work for the Bankers at Hous- | 


ton, Tex. 


F. T. Johnson, who has been con- 


nected with the DeForest Bowman 
\gency of the Bankers Life of lowa 
in Chicago since he returned from war 
service, has been appointed agency man- 
ager with headquarters at Elgin, III. 
His territory comprises six counties. 


He has been making his home in Elgin | 


for several months while working in 
Chicago. 

O. A. Schenck, agency manager of 
the Bankers Life of Iowa at St. Louis, 
Mo., has resigned and is succeeded by 
i. G. Squires, regional sales manager. 
{r. Schenck has been general agent 
ind agency manager for a number of 
years and will continue with = com- 

1 


part of the state, with head- | 
He has been for | 


| West Virginia, Tennessee, North and 


Louis territory includes sections of 
southwestern Illinois and eastern Mis- 
souri. 


John Pauer 


John Pauer has been named manager 
of the Fidelity Mutual Life for the ter- 
ritory in California north of Sacra- 
mento. Mr. Pauer leaves the position 
of superintendent at Sacramento for the 
Prudential which he has held for the 
past three years. He has a service rec- 
ord with the Prudential of 24 years, and 
has been superintendent in several sec- 
tions of the United States. 








Dyer & Sykes 


Charles L. Sykes, one of the leading 
producers in the Omaha agency of the 
Mutual Benefit, has joined hands with 
J. N. Dyer, general agent at Oklahoma 
City, the new firm being Dyer & Sykes, 
who will act as general agents for the 
state. Mr. Sykes has been one of the 
| big personal producers at Omaha. 


C. W. Estes 


C. W. Estes, formerly superintendent 
of agencies of the Southeastern Life, 
has become manager for the Shenan- 
doah Life of Virginia for South Caro- 
lina, which state it has just entered. His 
headquarters are at Columbia. The 
Shenandoah is now entered in Virginia, 





South Carolina. Its state agents for 


West Virginia are Darst & Morgan of 
Charleston. J. S. Darst is the former 
state auditor. 

White & Fenwick 


White & Fenwick, general agents of 
the John Hancock Mutual at Newark, 
‘. J., have dissolved partnership. Mr. 
White has purchased the interest of 
Mr. Fenwick in the agency and he will 
continue as the state general agent. 


E. E. Peake 
E. E. Peake, formerly with the 
Equitable Life of New York at Chicago, 
has become general agent at Pittsburgh 
for the Reliance Life. 
Earl Gustavus, who for the past two 
years has conducted a successful general 





St. | 


agency in western Washington, has re- 
cently moved to Nampa, Idaho, where 
he will look after the interest of the 

















pany doing personal work. Idaho State Life in that vicinity. 
Minneapolis, Minn.— Charles Jerome , president of the organization, outlined his 
Edwards of Brooklyn, N. Y., addressed | program for this year. 


' members of the Minneapolis Asso- 
ition at a meeting Friday. He was 
troduced by J. A. Hartigan, former in- 
irance commissioner and now located at 
St. Paul with the Equitable of New York 
Mi Edwards complimented the life 
cents as being the organization 
oughout the land which is educating 
public along life insurance lines, | 
erming agents “the propagandists of 
rift” The day has passed when the 
eent works for merely one company, 
other is we.chy of considera- 
on. Now all work “for the good of the 
der.” He said that life insurance com- 
‘nies should not only keep up with the 
ecession, but ahead, and thus prevent 
eislation along certain advanced lines 
nd in ways which would be objection- 
hte to the companies. Legislatures are 
apt to demand insurance rights for every 
Yage earner, and provision should be 
ide in advance for such protection be- 
re drastic laws are enacted 


nd none 


7 * * 


Madison—Committees were appointed 


or the Madison association at its first 
monthly meeting since new officers were 
elected, 

\. ©. Larson, former president of the 


“sociation, gave a report of the meeting 
the National Underwriters’ association 
Cleveland, Sept. 8. John C. Cook, new ! 


THE REINSURANCE LIFE GOMPANY 
OF AMERICA 


DES MOINES, IOWA. 


Prompt Service Full Coverage 


Attractive Contracts 


H. B. HAWLEY, President F. D. Harsh, Secretary 








More Than 1!4 Million Policies Now In Force 


Only four other life insurance companies in America have more 
policy contracts in force than this company. A study of the 
following growth in ten years is invited: 


Jan. 1, 1911 Jan. 1, 1916 Jan. 1, 1921 
$ 5,614,764 $10,279,663 $ 22,885,957 
71,106 613,615 1,277,277 
49,245,028 89,596,833 251,594,364 


Attractive opportunities open to agents in Ohio, Indiana, Kentucky, 
West Virginia, Pennsylvania, Michigan, Illinois and Missouri. 


The Western and Southern Life Insurance Co. 
W. J. WILLIAMS, President CINCINNATI, OHIO 
Organized February 23, 1888 





Assets 
Policies in Force 
Insurance in Force 











RARE OPPORTUNITY 


Two General Agency Openin 
In the Statent Mantane 


A splendid direct Home Office contract under which a profitable and 
permanent business can be established is waiting for the right man. 


THE COMPANY NOW HAS MORE THAN $76,600,000 
OF INSURANCE IN FORCE 


The Minnesota Mutual Life Insurance Co. 


ST. PAUL, MINNESOTA 








Chairman of the committees appointed 





Program, KR. C. Stevenson; legislative 
and publicity, Fred Frusher; finance, 
George Corlin, and entertainment, Henry | 


French. 


New officers of the association are 


President, John C. Cook; secretary, © 
H. Berhorst: treasurer, Victor Miller 
* 
Oklahoma City, Okla “As a minister 


insurance men should teach 
they have to sell and 


I believe life 
the need for what 


the fundamental principles of the busi- 
ness to ministers and teachers so that 
they may spread the information to ev- 


erybody,” said Rev, Frank Hampton Fox, 
Oklahoma City Congregational minister, 
in addressing the Oklahoma Association 
at its first luncheon of the fall last Sat- 
urday. 

tev. Mr. Fox made an address before a 
body of life insurance men in Decatur, 
lil., several months ago which set forth 
so clearly the need for insurance and its 
purpose that the address has been printed 
in pamphlet form and circulated 

The meeting Saturday was in charge of 
H. ©. Miller of the Equitable of New 
York 

e ¢ @ 

San Francisco, Cal.—The Northern Cal- 

ifornia Association will publish a 











Southland Life Insurance Co. 


DALLAS, TEXAS 
The Progressive Company of the South 


HARRY L. SEAY, President 











rts? The Masonic Mutual Life Association 


) Of the District of Columbia 
Chartered by Special Act of Congress, March 3, 1869 
The Security of the Old Line 
The Economy of the Fraternal 


Select work, with big returns to high class representatives. For terms 
and territory, write to 


WM. MONTGOMERY, President and Gen. Mgr. 
New Masonic Temple Washington, D. C. 











One inch, one time, 


WANT ADS oorcsitin wide 53:75 


NATIONAL UNDERWRITER, 1362 Insurance Exchange, Chicago, Illinois 
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1867 1921 
THE 


EQUITABLE LIFE INSURANCE COMPANY 


OF IOWA 
RESULTS OF 1920 


$254,538,407.00 of Insurance in Force. 
62,399,248.00 New Business in 1920 (paid for) 
Sixty-nine per cent of all business written 
since organization still in force. 


For information address: Home Office, Des Moines 











CONSERVATION OF BUSINESS 
We are reinstating, revamping and cleaning up indebted policies for a number of Life Companies, 
thus standardizing po conserving the business, increasing the income, preventing lapses, and keeping 
the policyholders satisfied, and at practically no expense to the Companies. ne 
Our references cover eighteen years of satisfactory service, and we respectfully solicit your patronage. 
THE OTIS HANN COMPANY, Inc. 
10 So. LaSalle St. Chicago, Illinois 


monthly bulletin commencing with this 
month, according to an announcement 
made by President Jay Allen Fiske, In 
addition the association plans an elab- 
orate working program for the coming 
year and a special publicity campaign 
in certain quarters is now being consid- 
ered. Badges for identification purposes 
which members will wear on the lapel 
of their coats will also be introduced at 
the next meeting. It is believed by the 
officers and executive committee that 
this will aid in making the members bet- 
ter acquainted with each other. 
$ a @ 


Cleveland, 0.—Harry D. Wright, super- 
intendent of agencies of the Metropolitan 
will address the first regular fall meet- 
ing of Cleveland Association. His sub- 
ject will be “Effective Salesmanship.” 

* * 

Chicago—The annual meeting of the 
Chicago Association, the first of the sea- 
son, will be held Oct. 24, and the asso- 
ciation is fortunate in having W. 
Wyman, president of the Berkshire Life, 
as the speaker of the evening. Mr. Wy- 
man is a former president of the Chi- 
cago Association as well as the National 
Association, and is now president of one 
of the strong, conservative American 
companies. His talk will be of special 
interest to members and will view mat- 
ters from a broad standpoint. The elec- 
tion of officers for the year will also take 
place and for the double event each 
member is urged to insure a large at- 
tendance. 








The Farmers & Bankers Life 
Insurance Company 


is an established fact — an integral part 
of the life insurance and financial activities of 
its Home State — Kansas — enjoying the confi- 
dence of the citizens of its neighboring states in 
which it is operating. 


Fullest Co-operation with Agents 
Home Offices, Wichita, Kansas 











Another Innovation 


The Columbus Mutual Life announces another innovation. 

It’s the Perfected Endowment policy, designed to increase the 

benefits of endowmént insurance—to give the policyholder a 

Squarer Deal. Under long prevailing methods of all insurance 

companies the endowment policyholder received no benefit for 

aying a higher premium if he died before the endowment date. 
ote this comparison: 


A, age 40, took out two $10,000 policies: (1) Ordinary Life; 
(2) Endowment at age 65. He died in twenty years. Policy 
No. 1 had cost him about $4,600.00; No. 2 about $6,500.00; 
difference in cost about $1,900.00. Despite this difference, his 
family received no more money on the second policy than on 
the first. It was $10,000 in each instance. 


Under the Columbus Mutual’s new Perfected Endowment 
plan, the family would have received $14,530.00 on Policy No. 2; 
cash surrender and other settlement options also would have been 
on a higher basis than under the long prevailing endowment system. 


Here’s another example of the Columbus Mutual’s Golden 
Rule methods. They all mean money to the policyholder and money 
to the agent who places the business. The Perfected Endow- 
ment should be easier to sell than any policy yet devised. The 
Perfected feature will apply to endowments maturing at ages 60, 
65 and 70 and to policies fully paid at these ages. 


Full information will be sent to any agent writing his name 
and address on the margin of this advertisement and sending to 
the company’s office at Columbus, Ohio. 























| NEWS OF COMPANIES 








Bankers Life, Des Moines.—The com- 
pany passed the $100,000,000 mark Oct. 
1 in its total of new examined business 
Since the first of the year. The Bank- 
ers Life is 48 days ahead of its produc- 
tion schedule for 1920 when the similar 
mark was not passed until Nov. 17. The 
final total for last year was $115,000,000. 
This year the total production will far 
exceed the record of 1920 and a new 
record of at least $130,000,000 for 1921 
seems assured. 

* * &* 


International Life & Trust, Moline, Ill. 
—Its statement as of Sept. 1, shows ad- 
mitted assets $323,978; capital stock 
$100,000; net surplus $22,485. The com- 
pany is moving along very nicely these 
days and will show a fine record in spite 
of the adverse financial conditions. 
President J. QO. Laugman has the confi- 
dence of the insurance fraternity. 

* * & 

Inter-Southern Life, Louisville.—It ex- 
pects to see its premium income at about 
80 percent of last year’s total by the 
end of 1921. Recently conditions have 
been noticeably improved in Indiana, 
Ohio, Kentucky and Florida. 

ese @ 

Preferred Life, Kansas.—President L. 
T. Hussey says the company will write 
about $5,000,000 this year. The company 
has about 50 agents, writes 60 percent 
of its business on farmers and its av- 
erage policy is for $3,100. This com- 
pany may enter other states shortly. 
Mr. Hussey, president of the company, 
is now state fire marshal of Kansas and 
has served in that position for several 
terms. 


Round-up at Janesville, Wis. 


Agents of the Northwestern Mutual 
Life for Rock and Green counties, Wis., 
held an annual round-up and banquet 
at Janesville, Saturday afternoon and 
evening. Walworth county agents of 
the company were the guests of the 
Rock and Green county men. F. A. 
Blackman, district manager, was in 
charge. The following attended: L. 
A. Miller and W. W. Gott, Beloit; H. 
O. Babler, Monticello; E. F. Graves, 
New Albany; M. E. Baltzer, Monroe; 
R. C. Coon, Milton; C. A. Anderson, 
Lima Center,; W. N. Lee, Edgerton; 
A. R. Calkins, Janesville; W. B. Sulli- 
van, Janesville; W. Cheesman, Clinton; 
S. C. Fish, J. A. Mortimer, R. O. Taft, 
T. W. Old, Whitewater; W. F. Mc- 
Caughev, Racine, general agent, and 
M. S. Edmonds, Racine, assistant gen- 
eral agent. 


Miss Mary R. Taylor, secretary to Pres- 
ident Price of the Jefferson Standard Life, 
and editor of the “Jeffersonian,” the com- 
pany’s agency publication, is spending a 
three weeks’ vacation in New York City 
and Washington. 





HOME OFFICE CHANGES MADE 
Provident Life & Accident Has 
Strengthened Its Organization— 
Company Is Forging Ahead 
Rapidly 





The Provident Life & Accident of 
Chattanooga has made some changes in 
its home office organization. Joseph D. 
Reeder, formerly in the actuarial office 
of F. J. Haight of Indianapolis, becomes 
actuary of the company. W. C. Stacy 
becomes agency manager of the life 
department, which is taking on consid- 
erable proportions. J, W. Kirksey, for- 
merly assistant treasurer, takes the field 
as field manager of the accident and 
health department. J. O. Carter is pro- 
moted to comptroller of the company, 
and L. N. Webb, formerly field man- 
ager, becomes claim manager. The 
Provident is forging ahead under the 
management of President R. J. Maclel- 
lan and is one of the stable and recog- 
nized companies of the south. 


Chicago Field Men’s Club 


The-first meeting of the season and 
annual election of the Chicago Field 
Men’s Club, announced for Oct. 12. 
has been arranged for Wednesday even- 
ing, Oct. 19, due to change in plans. 
This meeting, to be held in the ban- 
quet room on the second floor of the 
Republic building, will put the club 
again into motion on what the executive 
committee promises to be the greatest 
year in history. Expansion of the local 
club and of the club idea in other com- 
munities is planned and the members 
intend to continue in the eminent plac« 
they have attained in the insurance 
business of Chicago. John H. Stevens, 
vice-president, will undoubtedly _ be 
elected president at this meeting. Sev- 
eral of the former officials and mem- 
bers have expressed their approval of 
his choice and he has many plans for 
the development of the club which 
promise a prosperous year. The tenta- 
tive slate, which will probably be 
elected continues as follows: A. C. 
Biederman, Equitable of New York, 
vice-president; W. B. Millar, Travelers, 
secretary; Frank H. Hadley, State Mu- 
tual, treasurer; new members on the 
board of directors, G. S. Brown, Mu- 
tual Benefit; E. C. Platter, Massachu- 
setts Mutual, and Lewis Degen, Mutual 
Life of N. Y. In line with the cam- 
paign for increased interest and in- 
creased membership,+C. F. Unger of 
the Equitable of New York has been 
appointed chairman of the membership 
committee. 


Lincoln National Appointments 


Dr. W. E. Thornton has been ap 
pointed assistant medical director oi 
the Lincoln National Life. He was un 
til recently medical director of the In- 
diana National Life. He will be th 
ambassador, so to speak, of the Lincoln 
National medical department in_ its 
dealings with agents regarding risks 
and will have charge of the appointment 
and supervision of the local examine: 

G. R. Savage has been appointed mai 
ager of the department of inspectio! 
and claims. He has been for 25 years 
an adjuster in the life department of th 
Aetna Life. 

B. Krutza, until recently assistant 
secretary of the American Life of Det 
ver, has gone with the Lincoln Life anc 
will be located at the Minneapolis 
branch office. He has had considerab! 
experience in office systems, accountins 
and office actuarial procedure. 

Miss Weltha McLaughlin, who grad 
uated from the University of Michig 
three years ago where she specialized 1) 
actuarial science, has gone with the Lin- 
coln National and will devote her tin 
in the training of the staff in the various 
departments in the technical aspects an‘ 
side-lights of their work. For the last 
three years she has been with the actu 
arial department of the Travelers 
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WILL DISCUSS SUBSTANDARD 


DESIRABLE TERRITORY ’ , , . . P 
FOR ALERT AGENTS || *s2" its, Convention commie) Business is Good with the Bankers Lite 


Always ready to negotiate with for Insuring Underaverage 











men who can establish their 
viene of New Insurance — || Convention in. Indianapolis last "week Now busacas Si'the fret ez months -of 
reset _ao bu ee Epi KP Ee oy 1921 shows a total of 
Union Mutual Life Insurance Co. Thi acon gees en, olga ts $'70,000,000 
Alice thet Etat Sect Agmein || Becket, actuary of the State Life, who , , 
discussed the subject very thoroughly. as compared with ‘ 


The new committee consists of Mr. 











Beckett, George Graham of the Central 

Penn Mutual Preat Pp. States Life, Dr. Henry Wireman Cook 

pate pc ging ee = of the Northwestern National, Dr. H. $56,000 OOO 

Policy containing Penn Mutual Values, A. Baker of the Kansas City Life and ? 
- sate 3 President Isaac Miller Hamilton of the 

makes ar Insurance Proposition which in the : he ° 

sum ef alli tne Donen, fo enamnemetter axe || Feeetal Life. for the first six months of 1920 

low cost and care of interest of all members. erie 

Company’s Status in Doubt 


The Penn Mutual The People’s Life of Chicago, owned BANKERS LIFE COMPANY 


by the Cooperators of America of that 





Life Insurance Company city, says that it is unaffected by the D M ° 
of Philadelphia receivership ordered for the Coopera- es omnes 
tive Society of America. This receiver- 


On January 1, 1909, Rates Were Reduced ship is in an uncertain condition, the Geo. Kuhns, President 


and Vahues Increased to Full 3% Reserve. receiver having possession of the com- 
pany books and investigating the case, 


but Harrison Parker, principal trustee 
of the two organizations, holds that 
there is no receivership as there is no 
company to hold. The society was 
ACTUARIES placed in the hands of the Central 

‘ Trust Company, as receiver, by order 
of the court, but it was found that this 
organization had been discontinued and 


pp F. CAMPBELL all assets and liabilities taken over by | 














in Business Since 1862 
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action taken in the case, the life com- 





CONSULTING the Cooperators. Mr. Parker believes | 
ACTUARY that the receivership is illegal as the | LiFE INSURANCE COMPAN 
343 S. Dearborn St. company named is no longer in ex- | 
Telephone Harrison 3384 istence, but the receivers are not recog- : OF BOSTON, MASSACHUSETTS 
nizing the separate trusts. The men neures all classes of selected lives, issuing policies on the ordinary, intermediate and 
I sm ann anette \ ae - industrial plan at all ages. It also insures against total and tdisability. Polici 
CH CAGO, are working on the Cast and upon the of the company are made secure by reserves maintained —— fhe highest ——- | etth en 
return of Judge Evans this week defi- ditional contingent yoserves providing protection against all emergencies. /Jnformation and 
nite action will be taken. dvice on any matter relating to Life Insurance is Available at any time through the 
The Cooperators own all of the stock Agencies er Home Offices of this Company. 
ARCUS GUNN of the People’s Life, as well as that 
CONSULTING of a bank and one or two other organi- 
ACTUARY zations, so that ownership of the life 
29 S. La Salle St. CHICAGO insurance company goes with the re- 
Telephone, Randolph 7684 ceivership if it is carried out. The | N 
company stated that, regardless of the O r t W Se S t S r n 


pany would continue without interrup- 


:: «aaa ton, “Tt would merely involve the |l NJ atzonal Life Insurance 


Comey .| | ownership of the stock. 
actuary in the state department, also 
810-813 cee nll Bldg. testified before the hearing as to the 
INDIANAPOLIS regularity of the life company. ( ‘om pan y 





Habbell Building, MOI OWA eene oagland’s Meetin 
— ee 5 ey ee MINNEAPOLIS, MINN. 


The sixth anual meeting of the $100,- 


AN C. HARVEY 
000 Club of ee —_ agency 
CONSULTING ACTUARY of the Aetna Life at Peoria, Ill. in 
eens & Waeesten’. man- A WESTERN, MUTUAL, ANNUAL DIVIDEND, 


charge of 























Chemica] Building ST. LOUIS, MO. b . 
agers, was held last Friday and Satur- 
day at department headquarters. The OLD LINE COMPANY 
J. McCOMB home office representatives of the 
. Soe eeTee AT LAM ay Aetna Life present were, James R. The 
Premiums, Surrender Values, Brown of the group department, James Company for Policyholders and Agents 
etc., Calculated. Valuations and Exam- B. Slimmons of the agency department, 
inations Made. Policies and all Life In- D E. K. Ruth. chief dic aes 
surance Forms Prepared. The Law of Dr. E. K. Ruth, chief medical exam- 
I a Specialty. iner; Frank Bushnell, agency secretary. 
Colcord Bidg. KLAHOMA CITY The newly elected officers of the club 
are: President, F. D. Crawshaw of . 
H. NITCHIE Peoria; vice-president, W. H. Douglas “* The Company of Co-operation - 


e ACTUARYi of Peoria, and secretary, L. T. Wilcox 
1523 Association . 19S. LaSalle St. of Poeria. The main address at the 
Telephone State 4 2 CHICAGO banquet was given by Rev. John H. DES MOINES 
Creighton on “Eternal Life Insurance.” 


CHARLES SEITZ Bishop Agency's Meeting LIFE AND ANNUITY 
CONSULTING ACTUARY J. W. Bishop, manager of the home 
Author of office general agency of the Volunteer < OMPANY 























“System and Accounting” State Life at Chattanooga, held a meet- 
209 So. La Salle St. CHICA ing of his agents last week. The . P ° 
_ agency's business during the first nine We will insure the whole family! Any plan, any age, 
months of 1921 was carefully surveyed. ; Thi 
RE DERIC'!S. WITHINGTON The agency agreed that in order to either SEX : s is a service our men appreciate these 
F Sonpeeze Actuary make a satisfactory showing for the days If it appeals to you, write. 
06 Cnn at Dat Oe sows year it would have to pay for as much 
new business during the last quarter of 
the year as it had paid for during the HOME OFFICE, DES MOINES aro IOWA 
first three-quarters. The agents pledged —_— 
OHN E. HIGDON $0 Cate Balin, themselves to undertake this, each man 


OHN C. HIGDON Kansas City, Mo. voluntarily assumin 

g a quota for him- TER TO a SO TH 
self during October, November and RI RY IOWA U DAKOTA 
December. 
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MR. SUCCESSFUL LIFE INSURANCE AGENT 


Do you want to secure a General Agency for yourself? If so, read this, it is 


WORTH KNOWING 


A $5,000 Policy in the United Life and Accident Insurance Company 
guarantees 

FIRST, that in case of death from any cause, $5,000, the face of the Policy 
will be paid. ; 

SECOND, that in case of death from any ACCIDENT, $10,000, or double 
the face of the Policy, will be paid. 

THIRD, that in case of death from certain specified accident, $15,000, or 
THREE TIMES the face of the Policy, will be paid. 


FOURTH, that in case of total disability as a result of accidental injury, 
the Company will pay direct to the insured at the rate of $50 PER WEEK dur- 
ing such disability, but not to exceed 52 weeks, after which the weekly indemnity 
will be at the rate of $25 PER WEEK throughout the period of disability. Can 
insurance do MORE? And why should any man be satisfied with a policy that 


would do less? 
Annual Premium, Age 35, Ordinary Life, $128.05. 
Twenty Payment Life, $167.10. Twenty Year Endowment, $235.10. 


UNITED LIFE & ACCIDENT INSURANCE CO. 
Home Office, United Life Building Concord, New Hampshire 
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The OHIO STATE LIFE 


LIFE, HEALTH, ACCIDENT *x° MONTHLY INCOME INSURANCE. 


jaeeae LATEST POLICIES AND AGENCY CONTRACT BaaZ ine: 
Openings OHIO, IND, KY. MICH. and W.VA. Write Columbus 
















WANTED 


District Managers and Special Agents 
for 
Several Points in Texas 


INDIANAPOLIS LIFE INSURANCE COMPANY 
Address FRANK P. MANLY, President 



















Agency Co-operation 

through direct mail advertising is just one of the features which give 
= field men a distinct advantage. Last year we distributed 41,341 
direct leads—all interested prospects who requested information. This 
service, and its original policy contracts, enabled Fidelity to show an 
increase of 28.35 per cent. in paid business last year. 

Fidelity operates in 40 states. Full level net premium reserve basis. 
Insurance in force over $203,000,000. Faithfully serving insurers since 1878. 

A few openings for the right men. 

FIDELITY MUTUAL LIFE 


INSURANCE COMPANY, PHILADELPHIA 
Walter LeMar Talbot, President 




















ECRET OF OUR We have a contract for you under which your 

UCCESS IS . atm ah, de 

ERVICE income will be limited only by your activities 
A REAL PROPOSITION FOR A REAL MAN 


FEDERAL CASUALTY COMPANY, miciicin 


| Cash Capital, $200,000.00 V. D. CLIFF, President 











‘‘The Capitol Life Insurance Company desires to obtain the 
services of good, reliable agents in all unoccupied territory. 
Please address the company for further information.” 





The Capitol Life Insurance Co. of Colorado 
Thomas F. Daly, President 


Denver, Colorado 














OVERINSURANCE HAS 
TO BE LOOKED AFTER 


(CONTINUED FROM PAGE 3) 


his legs amputated. He has to have an 
attendant with him all the time. 


Tuberculosis Claims 


Mr. Hunter stated that the great bulk 
of the claims where tuberculosis is the 
cause comes from the young policyhold- 
ers. It might be felt that in view of this 
a company would have to be more 
stringent in passing on such policyhold- 
ers. However, this seems to be about 
the only cause that attacks the younger 
people resulting in permanent disability 
unless it be an accident. Mr. Hunter 
said that it is necessary to be more 
careful in the selection of risks where 
the disability clause applies. He stated 
that the aim of the home office should 
be to create a friend for the company 
wherever possible and yet not to allow 
disability where a person is not entitled 
to it. Many policyholders do not un- 
derstand the nature of the contracts 
they have. They believe it is health 
and accident insurance and make claims 
that are unreasonable. The New York 
Life, he said, endeavors: to grant ab- 
solute justice to every claimant. 


Virginia Agency’s Allotment 

The allotment of $500,000 for October 
was pledged by 17 agents of the Phila- 
delphia Life state agency, of which C. 
P. Wilkins of Roanoke, Va., is state 
manager. Among the features of the 
meeting were addresses by A. M. Hop- 
kins, superintendent of agencies at the 
home office, and Dr. E. P. Tompkins, 
local medical examiner of the company, 
and others. 

The allotment was made in honor of 
the two newly elected officers of the 
Philadelphia Life, President Clifton Ma- 
loney and Vice-President Jackson Ma- 
loney. 

This agency has recently been incor- 
porated as the C. P. Wilkins Insurance 
Agency, C. P. Wilkins, president, and 
R. L. James, secretary-treasurer, and 
has made a fine record in the last two 
years. 


Conference at Oshkosh, Wis. 

Local staffs of the Prudential, includ- 
ing Appleton, Green Bay, Menominee, 
Mich., Fond du Lac and Oshkosh, held 
a conference at Oshkosh Friday eve- 
ning. Members of the Milwaukee office 
made addresses. More than 80 attended 
the sessions. 


Lindsay Conducts Sales School 

With a class of 45, Forbes Lindsay is 
conducting a school of life insurance 
salesmanship in the home office of the 
Western States Life. The course will 
run ten weeks and classes are held in 
such time as to allow the students to 
devote a certain number of hours a day 
to personal production. To date the 
class has made an excellent record in 
practical field work, the results far ex- 
ceeding the expectations of the com- 
pany and Mr, Lindsay. 

Central States Life Meeting 

The Central States Life of Craw- 
fordsville, Ind., had 20 of its agents at a 
get-together dinner at the Columbia 
Club in Indianapolis Wednesday night 
of last week. President Edwin M. 
Brown, Secretary Clifford V. Peterson 
and Agency Manager Thomas L. Neal 
were attending the meeting of the 
American Life Convention. These offi- 
cials were present at the banquet and 
gave talks. 


Leads Idaho State Men 

E. G. Taylor led the entire field or- 
ganization of the Idaho State Life last 
month. Mr. Taylor is a new hand both 
to life insurance and to the Idaho State. 
He has resided at Rigby, Idaho, for 
the .last 13 years, where he acted as 
manager for the Studebaker Company. 
On Aug. 27 he started insurance work 
in earnest. His production for Sep- 
tember reached almost $100,000. 





“All that its 
name implies” 


The 


Square 
deal 


Agency Contract 


Write for particulars. 


Nat hvenalg? 
neurance pary) 


Home Office, Madison, Wis. 








HOME LIFE 
INSURANCE CO. 


NEW YORK 
WM. R. MARSHALL, President 


The 60th Annual statement shows admitted 
Assets of 37,780,735 and the Insurance in Force 
$185,755,819—a gain for the year 1919 of over 
$27,000,000. The insurance effected during the 
year was over $40,000,000, or 63% more than in 
the previous year. The amount paid to policy- 
holders during the year was over $4,388,000. 
€ 
W. A. R. BRUEHL & SONS 

General 


Central and Seuthern Obie and Nerthern Kentucky 
Rooms 601-606 The Fourth Nat. Bank Bldg. 
CINCINNATI, OHIO 








HOYT W. GALE 
General Manager for Northern Ohio 








FEDERAL UNION LIFE 
Insurance Company 
Cincinnati, Ohic 
has just issued a very interesting booklet 
“Suggestions for Increasing 


Your Income” 


and would be pleased to send a copy to every 
Life, Fire and Accident Agent in 


Ohio, Illinois and Kentucky 











Rates Reduced 


Premium rates reduced 
September, 1920. 


All leading forms of polj- 
cies written. 


Best of contracts toagents. 


Twogeneral Agencies open 
in Iowa. 


Write for information. 





LOUIS H. KOCH, President 


National American 


Life Insurance Co. 
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Life Insurance Man Who Has Trouble 
About Finding dy Should Read 


His Home Paper; 


é¢f CAN write them, all right, but 
my trouble is that I cannot find 
the prospects,” said the life in- 
surance man who had dropped in for 
a chat with the editor of the weekly 
paper in his town. 

“Why don’t you read your paper, 
then?” asked tise editor. 

“What has that got to do with it?” 

“Everything,” responded the editor. 
‘Unless you are of those who, having 
eyes, see not.” 

“I do not know just what you mean, 
but I have just finished reading your 
old paper, even to the want ads, and 
if there is a single suggestion in it that 
would lead to a prospect, I have failed 
to find it.” 

“That is because you do not know 
a prospect when you see one. Now I 
will wager you a dollar to a doughnut 
that I can pick you out a dozen live 
prospects out of that same paper that 
you have just thrown away.” 

“Done. Only it ought in justice to be 
the other way around on the bet.” 


First Item in Paper 
Suggests a Prospect 


“Never mind that. Now for the pros- 
pects, Well, here is one in the very 
first item in the paper. When Charley 
Jones lost everything he had in the 
store that burned last week, he was 
thoroughly converted to the theory of 
protection. You see, he had always 
contended that he could carry his own 
insurance and that he did not need any 
policy. Now that he is wiped out, he 
feels differently about it and will take 
the limit if he starts up again.” 

“Will he start up?” 

“Well, that is a question. He will if 
he can find a way to borrow some 
money on his house and not risk losing 
the house.” 

_“That’s easy. I'll write him a straight 
life for the amount of the loan, and if 
he dies, the insurance will cover the 
mortgage.” 

_ “Sure. And while you are at it, make 
it big enough to cover the cost of the 
funeral, and the doctor’s bills, and all 
incidentals, and provide some ready 
cash for the family’s expenses.” 

“Oh, yes, I know all that. Well, score 
ene. Proceed.” 

“Well, just below it is that little item 
abont John Adkins’ promotion at the 
furniture store. John ought to put 
some of that money away, and he has 
his mother to support. What is the 
matter with a 20-pay life for him?” 


“I got you. Two. Good enough. 
70 On.” 
Birth Column Suggests 

Educational Policies 

“There is the birth column. Tom 


Johnson has a new boy. There you 
are, Tom was saying not long ago that 
he intended to see to it that his boy, if 
he ever had one, should have a better 
chance in life than he had had. You 
know, Tom has missed several good 
J0bs jvst because he never had a chance 
to finish up his course in technical 
training. Go over and sell him one of 
those educational policies you were 
telling me about the other day.” 

“Good enough. Three. Not so bad. 
Maybe there is something in this news- 
Paper stuff, after all.” 

“Oh, I get your doughnut, all right. 
Here is another one. You said the 


other day that most people would buy 
life insurance if you could only get them 
to stop long enough to think about it. 
Well, here is a man who will not have 


lenty of Them There 


BRYAN 


think—and visit around a little. Sally 
Brown is coming home oa a visit, and 
ber husband is coming for her in a 
week and will be here for ten days, just 
loafing around. About the third day 
he will be so lonesome for something 
to do that he will fall on your neck if 
you will go around and ask him to go 


on one of your drives with you. Take 
him out, get acquainted—” __ 
“Yes, yes. I get you. Ii I can’t 


write him after getting his gcod will 
in a case like that, I’m nv salesman. 
Four. Lead on.” 


Real Estate Transfers? 
Sure, They’re Valuable 


“Real Estate Transfers.” 

“Nothing doing there. I’m not selling 
houses. I’m selling protection, and life, 
too. The real estate column might be 
interesting to the fire agent, but not to 
me.” 

“I thought you were giving me a lec- 
ture the other day on the wonderful 
service the life insurance companies 
were doing in protecting the family 
against the loss of the earning power 
of the bread winner? If half of what 
you said was so, then here is your pros- 


“Too bad about that Carew girl. You 
know the colonel? Yes. Well, he has 
as fine a girl as you ever saw, except 
that she has not a grain of business 
sense. She married a harum-scarum 
fellow, and now I see that she is home 
for an extended visit. The colonel would 
be glad to set them up in business, but 
he knows that it would be like pouring 
money in a rat hole. And now he is 
worrying about what will become of his 
estate, should he die, and how he can 
be sure that Nellie and the kid will be 
taken care of.” 

“Well, I can fix him up on that in no 
time. One of our monthly income poli- 
cies, payable as long as she lives, and 


20 years certain, is the very thing for 
him.” 

“Well, that is what he wants. He'll 
grab it. That’s nine.” 


“Good-bye, doughnut. Go on.” 


Farmer, Short of 
Cash, Needs Protection 


“What is the matter with this one? 
Captain Crawford is offering to sell his 
fine bull. He will have to sacrifice if he 
sells it now, because all the other farm- 
ers are in the same boat—short of cash. 
You know the captain, and know that 
he would not see anybody suffer 
on his account. Well, he thought 
he was going to make a killing on that 
forty of wheat, but the price went down 
and he did not get half what he figured 
on. That means that he is not able to 





meet certain demands and is going to 











new slant on his own business. 


Sometimes a man on the outside can give the insurance salesman a 
This article is writen by a newspaper 
man who has had occasion to look into the possibilities of life insurance, 
although he is not in the business himself, and offers some selling sug- 
gestions which will be of advantage to almost any live life agent. 








pect. Sam Smith has bought Tom San- 
ford’s equity in the Hardin house. If 
Sam lives he will pay out, all right; 
but there is the risk. Now live up to 
your big speech, and go over and cover 
up that mortgage.” 

“I got you. Take it all back about 
the real estate column. I see where it 
might be very valuable. Five.” 


License and Insurance 
Policy Should Go Together 


“Well, here is another, which puts me 
half way through. Frank Gaines is in 
town again. That means that the wed- 
ding is not far off. What was it you 
were saying about the license and the 
insurance policy going together? Bet- 
ter see Frank.” 

“T’ll get him, Met him the other day, 
but I did not know the wedding was 
near.” 

“Well, here is a funeral.” 

“That might open up the way to sev- 
eral prospects.” 

“Let’s see. Survived by his son, John, 
of this city. That is one. By a daugh- 
ter, Mary, of Timmonsville—an hour’s 
drive over there—and by another daugh_ 
ter, Jennie, at Muiertown. Get John, 
and then follow up on the two sons- 
in-law. That is three, but we will count 
it only one.” 


Commission Puts Real 
Estate Man in Line 


“Fair enough. That makes seven.” 

“Here is another. You said last 
month that you were disappointed be- 
cause Harry Logan’s application was 
for only $2,500, when you had counted 
on a five. Well, he made a good sale 
the other day on that section of land 
for old Smith. His commission en that 
ought to make him feel rich enough to 
add the other $2,500,” ‘ 
“Sure;. he said that he would buy it 
the first time he had the money. [I'll 





anything to do for a week except to 








get him tonight.” 





sell. He can borrow by giving a mort- 
gage on the farm, but he doesn’t want 
to endanger it, in case of his death.” 

“I see. Cover it up with a policy. 
Will see him tomorrow, when he comes 
in to the telephone meeting. I got that 
information from your paper, too—that 
there is to be a meeting. It will save 
me a 30-mile trip. That's ten.” 

“Here is the big Russellville failure. 
Did you notice that it caught old man 
Williams, and just about cleaned him 
out?.” 

“No. Did it? Well, that is another. 
That son-in-law of his told me the other 
day that he was sold on the idea of pro- 
tection, but he could not see why he 
should take his good money to provide 
an estate fer his wife, when she would 
get more than she could spend from the 
old man. So the old man is cleaned 
out! Well, Jim is my meat now, all 
right, all right. Eleven.” 


Inheritance Tax 
Prospect Finishes List 


“Well, for the last one of the dozen. 
U-m-m-m. The twelfth one is some- 
times like the inch on a man’s nose, only 
an inch, but making a lot of difference 
because of the location. U-m-m-m. 
But here you are. Tom Roberts is 
home from his trip out west # look 
after his interests out there. And they 
amount to some considerable sum. Do 
you know what that duffer is worrying 
about now? It is where his executor 
will be able to get the ‘cash in hand’ to 
pay his state and federal inheritance tax 
in case he should drop off. Of course 
he could save it up, but his ruling pas- 
sion is to keep all his money making 
money, and he has not been able to 
bring himself to the point of setting 
anything aside to provide for con- 
tingencies.” 

“Then he is ripe for one of my poli- 


Agents Should Welcome 
The Small Applications 


L. PARKS, the New York Life 

e man in western Massachusetts, 

started to write business 20 years ago. 

He has had a ripe experience. He has 

some views regarding the work of new 

agents. In speaking about it the other 
day he said: 


“Don’t lose track of the small cases. 
If you will have evening appointments 
each week day evening, and keep them, 
your business will increase 50 percent. 
There is no pleasanter or easier way to 
sell insurance than to get into the home 
and visit with the prospect. This will 
lead to from one to three additional 
cases in each home that you would not 
have known about except for this visit. 
The big writers use their brains and 
their feet. In my 20 years ending this 
year I have built up a business structure 
of 1,800 living policyholders, an aver- 
age of about 90 per year, but 
in my very first year with the company 
I paid for 117 cases, which should en- 
courage those who are writing business 
now, for it is vastly easier to write 
life insurance in these days than it was 
20 years ago. I am sure the new agent 
will be encouraged in his work when 
he realizes that it is possible for him in 
20 years by upright practices to con- 
struct a business plant of 1,800 friendly 
customers, each of whom, if approached 
and handled tactfully and properly, is 
glad to throw business in the agent's 
way. Small cases and evening visits 
have put many a man on easy street 
and they have done a great deal for 
me.” 


Four Timely Prospects 
For the Life Salesman 


1. The Salaried Man 

2. The Doctor 

3. The Dentist 

4. The Teacher 

And four timely reasons why they 
should buy now: 

1. Living costs are coming down, 
while your income remains practically 
the same. You have more money to 
put toward adequate life insurance pro- 
tection. 

2. The cost of life insurance to you 
is cheaper. now than it ever ‘will be 
again. If you can get it now, why run 
the risk of not being able to get it at a 
time when it will cost more? 

3. In these uncertain times, safety 
should be the keynote of your invest- 
ments. The value of a life insurance 
policy is always par. Do you know of 
any other investment that can equal 
it for safety and stability? 

4. Save! The “buyers’ strike” has 
successfully curbed the riot of extrava- 
gance and inflation. Keep on saving 
for the big things that count—for the 
comfort and happiness of your depend- 
ents, or your own old age—Guardian 
Life. 








That’s twelve. Let me 
out of here. Prospects! The woods are 
full of them, and the little old local 
newspaper is the best detective on the 
force. I'll get the doughnuts, and the 
best dinner that Sanderson can get up 
to go along with them.” 
“That's all right. And say! 


contingency. 


While 


you are going along, you might drop in 
to see that new partner of Tom Long’s. 
I see by the paper here he is some man. 
You might get him to buy a match for 
that $10,000 you sold Tom.” 

“Surest thing in the world. 


I’m gone. 





cies, designed especially for that very 


See you later.” 
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Improved Disability Provision 


Claim may be made as soon as disability occurs—~no probationary 
iod. 

Payments begin immediately on approval of claim—no proba- 
tionary period. 

Monthly payments, lifelong, conditioned on permanence of dis- 
ability. 

Immediate waiver of future premiums—no waiting until next 
anniversary. 

Full amount of insurance paid when insured dies, without deduc- 
tion for disability payments or for premiums waived. 

This new disability provision brings the service of America’s 
oldest legal reserve life insurance company still closer to the needs 
of the insuring public. 


For terms to producing Agents address 


The Mutual Life Insurance Company 
of New York 
34 Nassau Street, New York 














$50.00 A WEEK FOR LIFE 


while totally disabled from either injury or illness. $6,000.00 
for death by ordinary accident,$12,000, 00 forTravel accident 


AND IT ONLY COSTS $56.00 PER YEAR 
Our top salesman made $12.000.00 last year. Does it in- 
———_———— terest you? If so write 


BUSINESS MEN’S ASSURANCE COMPANY 
W. T. GRANT, Vice-President. KANSAS CITY, MISSOURI 














Are You Permanently Established? 


Write for Territory 
Pennsylvania—Ohio— West Virginia 


PHILADELPHIA LIFE INSURANCE CO. 
PHILADELPHIA 








To The Man Who Is Willing—and WILL 


offer unusual opportunities fer 
oa NOW and ce See * anode 


For ee. pose Territory, Address 
H. M. HARGROVE - President 


Beaumont, Texas 








HE MIDLAND MUTUAL LIFE INSURANCE 
Company of Columbus, Ohio, an established, con- 
servative, high-grade and progressive Middle 
Western Company, has been admitted to Pennsylvania 
and will thoroughly organize it at once. 
General Agencies will be established at places were 
territories can be arranged. 
Men of character may apply to their advantage end 
those with local acquaintance will,be preferred. 
Address Home Office. 











Rates per $1000.00, age thirty. includes Double Indemnity for accidental] death from any cause 
and a premium waiver with $10.00 monthly income disability. 
Ordinary Life........ ..- $21.02 Endowment Age 50. ..... .$44.82 
20 Payment Life Endowment Age 55....... 33.15 
20 Year Endowment...... 29.52 


Coupon Bond 
Endowment Age 85....... 


35.71 
22.37 
District Manager wanted for Cincinnati and surrounding territory. 
THE GEM CITY LIFE INS. CO., Dayton, Ohio 











“BLUE SKY” LAW IS CHANGED 


Situation in Wisconsin as Regards In- 
surance Companies Altered by 
1921 Amendments 


Ralph M. Hoyt, deputy attorney gen- 
eral of Wisconsin, whose recent ruling 
that stock insurance companies are 
amenable to the “blue sky” law of Wis- 
consin created a good deal of interest 
in Wisconsin insurance and also aout 
cial circles, states that the amendmen 
by the 1921 legislature to the me = 
laws covering insurance companies and 
other corporations, changes the status 
of these matters. 

The new section contains the follow- 
ing: “Provided that no permit shall be 
issued for the sale of securities of an 
insurance company or of a company 
whose business consists chiefly of own- 
ing or controlling the securities of insur- 
ance companies, without the approval 
of the insurance commissioner.” 


Life Notes 

Charles W. Helser, vice-president of the 
West Coast Life, will visit Southern Cali- 
fornia the latter part of this month, going 
by motor and stopping at Porterville, Cal., 
where he will be the guest of W. E. Si mp- 
son at a special luncheon. 

Henry O. Regner, for some years 
special agent of the Northwestern Mu- 
tual Life at West Bend, Wis., has entered 
the general insurance business with 
Elmer W, Ebernhardt of the First State 
Bank of that city. Mr. Renger retains 
his connection with the Northwestern. 








ae FR rk OF THE OWNERSHIP, 


GRESS OF AUGUST 24, 1912, 


Of The National Underwriter, Life In- 
surance Edition, pees ame at Chi- 
cago, Ill., for October 1 » 1921 

State of Illinois, t 

County of Cook. 

Before me, a Notary Public in and for 
the State and county aforesaid, person- 
ally appeared John F. Wohlgemuth, who, 
having been duly sworn according to 
law, deposes and says that he is the 
business manager of The National Un- 
derwriter, and that the following is, to the 
best of his knowledge and belief, a true 
statement of the ownership, management 
(and if a daily paper, the circulation), 
etc., of the aforesaid publication for the 
date shown in the above caption, required 
by the Act of August 24, 1912, embodied 
in section 443. Postal Laws and Regula- 
rome % printed on the reverse of this form, 
to-wit: 

1. That the names and addresses of 
the publisher, editor, managing editor, 
and business managers are: 

Publisher, The National Underwriter 
Co., Cincinnati-Chicago-New York. 

Associate editors, H. J. Burridge, F. A. 
Post, Chicago, II. 

Managing Editor, C. M. Cartwright, 
Evanston, Ill. 

Business Manager, John F. Wohlge- 
muth, Hinsdale, Il. 

2. That the owners are: (Give names 
and addresses of individual owners, or, 
if a corporation, give its name and the 
names and addresses of stockholders 
owning or holding 1 percent or more 
of the total amount of stock.) The Na- 
tional Underwriter Co., Cincinnati-Chi- 
cago-New York; E. J. Wohlgemuth, Cin- 
cinnati, Ohio; John F. Wohlgemuth, 
Hinsdale, Ill.; Hazel W. Branta, Downers 
Grove, Ti. W. Wadsworth, Chicago, 
mm: < ‘Cartwright, Evanston, Ill.; W. 
s. ARE, New York, N. Y; H: 
Diggins, Cincinnati, Ohio. 

3. That the known bondholders, mort- 
gagees, and other security holders own- 
ing or holding 1 per cent or more of 
total amount of bonds, mortgagees, or 
other securities are: (If there are none, 
so state.) None. 

4. That the two paragraphs next 
above, giving the names of the owners, 
stockholders and _ security holders, if 
any, contain not only the list of stock- 
holders and security holders as they ap- 
pear upon the book of the company but 
also, in case where the stockholder or 
security holder appears upon the book 
of the company as trustee or in any 
other fiduciary relation, the name of the 
person or corporation for whom such 
trustee is acting, is given; also that the 
said two paragraphs contain statements 
embracing affiant’s full knowledge and 
belief as to the circumstances and con- 
ditions under which stockholders and 
security holders who do not appear upon 
the books of the company as trustees, 
hold stock and securities in a capacity 
other than that of a bona fide owner; 
and this affiant has no reason to believe 
that any other persons, association, or 
corporation has any interest direct or 
indirect in the said stock, bonds, or other 
securities than as so stated by him. 

John F. Wohlgemuth. 

Sworn to and _ subscribed pasere me 
this 29th day of September, 1921 

(Seal) Notary Public. 

Cc. M. Brown, 
My commission p -&. May 27, 1925. 





PRELIMINARY TERM HEARING 


Eastern Companies Now Believed to Be 
Willing to Have Valuation Laws 
of States Changed 


“Insurance” of New York in speak- 
ing of the hearing on the subject of pre- 
liminary term valuation before a spe- 
cial commission of the Massachusetts 
legislature, says that there is no dispo- 
sition on part of the old line companies 
of the east to make any change in their 
valuation practice but that they are fa- 
vorable to having the valuation laws 
changed so that the preliminary term 
companies can enter the state. “Insur- 
ance” speaks as follows: 

“Times change and conditions are 
very different from what they were 
when the present rigid standards of 
solvency were established in Massa- 
chusetts. Until quite recently, in fact, 
until the preliminary term companies 
passed the epidemic and war Crisis, 
there were questions of principle and 
reserve adequacy which were not wholly 
settled; but time and experience, includ- 
ing these recent strenuous events, have 
settled the question of the adequacy of 
the preliminary term reserve. Now 
there are only questions of amity be- 
tween the states and cooperation be- 
tween companies doing business on dif- 
ferent plans. 

“To meet these contingencies it is 
hoped that the next session of the 
Massachusetts legislature will depart 
from established custom and allow the 
preliminary term companies to enter the 
state on the lower basis of valuation, 
with the proviso that the valuation shall 
be stated in the reports and the policies 
plainly designated as valued on this ba- 
sis.’ — 

Security Benefit Report Completed 


The examination of the Security 
Benefit of Topeka by accountants from 
seven states has been completed and 
probably will be presented to the insur- 
ance departments late this week. The 
report has been drafted and the ex- 
aminers are now checking it. The find- 
ings of the examiners caused the suits 
in the Kansas courts, the suspension 
and then reinstatement in Nebraska and 
arrests for perjury in Missouri. Officials 
of the Chicago locals of the society 
spent Saturday conferring with the offi- 
cials of the company and state officials 
regarding the affairs of the society. 


Agents Meet at Sheboygan 


The Sheboygan county agents of the 
Wisconsin National Life, Oshkosh, 
Wis., were entertained last week at She- 
boygan, a banquet being held and fol- 
lowed with a business session. A. 
Pilon, general agent at Fond du Lac, 
who has charge of the counties of She- 
boygan, Fond du Lac, Calumet, Dodge 
and Green Lake, was the host. Sixteen 
attended the sessions. One of the fea- 
tures of the meeting was a report on the 
national life convention recently held in 
Cleveland. Similar county gatherings 
will be held by Mr. Pilon in the re- 
mainder of his territory. 


Medical Life Writing Business 


The Medical Life of Waterloo, Ia., 
has been authorized to do business an 
is now writing insurance. The com- 
pany was originally organized to handle 
the medical profession but later it was 
decided to handle all classes of usual life 
insurance risks. The capital is $100,000. 
W. A. Rohlfs is president, C. E. Dakin 
vice-president, W. E. Kepple — ary, 
M. A. Kepple treasurer, and J. G. Lon- 
dergan general manager. ; 

These officials are well known in in- 
surance and business circles and carly 
reports indicate that the company '|s 
making satisfactory progress. 


W. E. Simpson of Porterville, Cal., and 
M, C. Grey of Manila are the first two 
West Coast agents to qualify for the 1922 
Century Club of the company. Both have 
paid for considerably more than $100,000 
since the start et the new club year two 
months ago. The West Coast Life 1922 
geavention will be held in Long Be 

a 





